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Give your shoes... and your retailers 
the edge over competition with 
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Cush-N-Crepe Soles sell 

shoes, and their comfort and 

long wear build brand name 
reputations. Consumers are pre- 
sold, too, by consistent advertising 
of light, flexible, waterproof, com- 


the original and best cellular sole. 


Ped fortable, long wearing Cush-N-Crepe, 


> 


ADVERTISED IN. 


AVON SOLE COMPANY + AVON, MASSACHUSETTS 
FOR FORTY-FOUR YEARS SPECIALISTS IN FINE SOLE MATERIALS 
Makers of the famous AVON DU-FLEX, AVONITE ond DU-FLEX AVONITE SOLES 


not on all shoes... just the best ones 
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durable! 


won't fray! 


Peppron-”S” is a further development 
of the popular Peppron®. A special 
process laminates Peppron to a treated 
sheeting, making an extremely durable, 
non-fray lining which actually can take 
the place of leather in many shoes. 

It is particularly good for women’s 
high-fashion, severely cut-out 

shoes. Finished to approximately 

38” width, Peppron-‘‘S” is available 
in standard shoe-lining colors. 
Peppron-“S”’ is also ideal for men’s 
perforated shoes. If you have not 

tried Peppron-“S,” send 

today for a working sample. It is in 


PEPPERELL stock for immediate delivery. 





PEPPERELL MANUFACTURING COMPANY 


MAIN OFFICE: 160 State Street, Boston 2, Mass. 


FABRICS 


Shoe Fabric 
Division 2018 Washington Avenue, Room 803, St. Louis 3, Missouri ¢ 1225 North Water St., Milwaukee 2, Wisconsin 


Offices: 920 Federal Reserve Bank Building, 4th and Race Streets, Cincinnati 2, Ohio *« 1528 Gillingham Street, Philadelphia 24, Pa 
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LASTER TO Fats 


Swedish comeback. Sweden's shoe 
industry is making a comeback, with 
an output of approximately |! mil 
lion pairs in 1953, a substantial in 
crease over 1952. In mid-1950 the 
government removed leather subsi 
dies, Consumers rushed to buy shoes 
before prices went up. Leather prices 
later rose 100 percent, shoe prices 
50 percent. And with consumers well 
stocked with shoes, shoe production 
slumped in 1951-52 by 20-25 percent. 
Only last year was there a recovery. 
But today the industry is finding it 
hard to recover the skilled workers 
laid off in earlier years, and who won't 
return to the shoe industry. 


Round the world on Neolite. Two 
young Englishmen left their country 
recently on a round-the-world hike, 
wearing Neolite soles. The tour 

being sponsored by a British shoe 
man. The trip will take four years. 
11 pairs in 20 months, L. O. Hender 
son took a hike from Los Angeles to 
Enid, Oklahoma, was on the road 20 
months and wore out || pair: f 
shoes. The 44-year-old hiker aver 
aged 16 miles a day 
the whole distance pulling a 376 


and traveled 


pound wagon. ''| guess | just wanted 


GOVERNOR'S NEW BOOTS. Dan 
Thornton, Governor of Colorado, has 
just bought a new pair of custom- 
made boots, imprinted with the like- 
ness of his prize Hereford bull. Gov- 
ernor Thornton wears cowboy boots 
for everything except golf — presi- 
dential inaugurations included. 


to prove |'m different,’ said Hender 


son, 


Tabi taboo. 
wear tabi indoors. This is 
But for centuries the 


of tabi indoors was prohib 


Today the Japanese 
is a kind of 
slipper sock 
wearing 
ted. Barefootednes indoor 
ustom, Orig nally, tabi was an out 


was the 


door shoe with leather sole. But the 
tory goe that a hortage of leather 


forced the shift to cotton and silk for 
tabi. Today, tabi are worn on tormal 
occasions — white for women, black 


; c ' 
for men. Tabi ot other colors are 


worn only at home. 


Shoeless Duke and Queen. During the 
recent Empire tour of Queen Eliza 
beth she visited Kandy, Ceylon, where 
she climbed a flight of stairs to view 
the sacred tooth of Buddha, whicn 
was specially exposed for her and the 
Duke of Edinburgh, her husband, in 
the Temple of the Tooth. According 
to custom, both the Queen and Duke 
had to remove their shoes and make 
the stair climb barefooted. 


Army gets the boot. Pvt. James King 
of Jersey City N, ee refused to wear 
Army boots and went A.W.O.L to 
how the Army he meant it. He 
claimed he injured nis 
ff a camp bus, and that after treat- 
ment of six weeks an Army doctor 
told him not to wear Army boots 

But when moved 


ankle getting 


at least for a while. 
to another camgr the new doctor 
thougnt different y. King tuck with 
walked out of camp and went home 
wearing low shoes. No final officia 


decision yet. 
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EDITORIAL 





An “Experimental Store’ 
Would Prove Profitable 
Laboratory For Shoe Industry 


- 


Would Be Means Of Testing New Products And Ideas 
In Footwear And Selling, And Cut Costs And Risks 


Tue shoe industry was never hun- 
gry for ideas. It’s a highly creative 
industry both in terms of product 
and merchandising. There’s just one 
trouble. It costs the industry a tre- 
mendous amount of money to learn 
which ideas are good and which 
aren't. 

All acceptable ideas of how to best 
sell or promote shoes go through a 
rigorous test, a gauntlet of sifting 
and appraisal. When an idea reaches 
the “acceptance” point and ready for 
launching on the actual market, it’s 
still in the “theoretical” stage. When 
that idea goes into the open market 
for the final and critical test, there’s 
still no assurance that it will succeed. 
Obviously, some do and many don’t. 


So the point: how many millions 
of dollars does it cost this industry 
for “market” ideas or methods or 
products that didn’t work? 

Followed by another question: Is 
there a way that shoe business could 
not only reduce its losses or costs 
from unsuccessful ideas, but could 
pick “winners” with much more fre- 
quency than it does? 

If this suggests a return of the age- 
old myth that there’s a “scientific” 
way to beat the horses, it isn’t. We 
ourselves subscribe to the thesis that 
the only way to follow the horses is 
with a broom and pail, and the only 
way you can beat them is with a 
whip. 

However, this is about shoes, not 
horses, And what we're going to 
suggest flatly is a shoe store that will 
serve as an “experimental labora- 
tory” whereby the industry can test 
certain of its new products, new sell- 
ing techniques and merchandising 
methods on the open market. 


Such a store (there may be one 
or a few of these, each posted in a 
given “average” city) would be 
operated on the same basis as any 
store, expected to pay its own way 

paying the same costs in every 
sense as any other store so that 
there are no “advantages” in a com- 
petitive sense. 
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Now, the only difference in this 
“laboratory” store would be _ its 
products, merchandising, advertis- 
ing, selling, ete., all or most of which 
would tend to be on the unorthodox 
side. After all, it’s for experimental 
purposes, to test new ideas, 

Is this idea itself “unorthodox” ? 
Perhaps. But it isn’t theory. It’s 
already being used, but in another 
field. One of the nation’s top market 
researchers, Alfred Politz, is currently 
operating a good-sized hardware 
store on the same principle—to test 
new products; and to test new sell- 
ing techniques with regular merchan- 
dise. His purpose is simple: he 
wants to find out why a customer 
buys what he does when he does 
or why he doesn’t. 

“Facts,” says Politz, “are 
static. There must be a kind of 
scientific application of values that 
we learn from them. We know 
next to nothing about the anatomy of 
a sale, or the forces that surround it,” 

Thus far, Politz’s store has re- 
vealed a lot of fresh and interesting 
points in merchandising, in “reasons 
why” behind customer buying. Says 
Politz, “It’s easy enough to tell a 
client what is happening as a result 
of what he’s already doing. What's 
more important is to be able to tell 
him what to do and not do before- 
hand on the basis of proven test.” 

Naturally, all stores tend to operate 
on the basis of “experience” to do 
what has previously proved success- 
ful and avoid what hasn’t. That 
works fine when the product or the 
method has had previous test. You 
have a foundation of experience 
upon which to stand and operate. 


But what of the new products 
and methods, the “unorthodox”? 
Lacking previous test patterns there 
arises the natural human skepticism 
or caution or even fear of the “new.” 
More venturesome merchants will, of 
course, try out these new ideas. But 
that puts us back where we started: 
the problem of cutting down on the 
losses incurred by those that fail. or 


LEATHER and SHOES 


the problem of picking “winners” 
more frequently and with more pre- 
assurance of success. 

That’s where these experimental 
store laboratories enter. Let’s say. 
for instance, that the men’s branch 
of the industry, in striving to in- 
crease per capita consumption, feels 
that it needs a new “family” of foot- 
wear to supplement (not replace ) 
conventional Ly pes. 

So the problem arises: 
shall we try? One group will want 
to place the emphasis on a greater 
range of color, another on new pat 


what types 


terns and basic designs, another on 
new materials, ete. All deserve a 
try. 


But who will bell the eat? How 
it usually works is that a manufa 
turer and some retailers will team up 
to try out an experimental new model, 
But naturally there can be no all-out 
effort on this. It’s too risky, too 
costly, So the promotional effort is 
very much limited. Inevitably, with 
that kind of effort there can be no 
real and fair “market test” of the 
product or idea, The new idea gets 
smothered beneath the stress placed 
on the bread-and-butter items, as 
must be normally expected, 

But in the 
the risk element is the very heart of 
such an operation because it deals 
solely in “risk” products, 
Such a store is basically a 
“proving ground.” If the thing 
works, it’s passed on to the industry 


“experimental” store 


almost 


ideas. 


as having passed the test and being 
ready for commercial marketing. 


But there’s more that’s impor- 
tant. Such a “laboratory” keeps a 
close record on the “reasons why” 
behind the success (or failure) of a 
given product or idea, This boils 
down to gaining a know-how about 
the motivations behind consumer 
buying, whether it deals with a prod- 
uct or a method. Fundamentally, all 
selling simmers down to a probing 
of the consumer mind—an effort to 
press mental buttons that stimulate 
buying action, and to avoid those 
that don’t. 

We believe that an experimental 
retail laboratory could bring a 
wealth of new information to the in 
that would highly 
won't eliminate the 


dustry prove 
profitable. It 
natural gamble or risk of shoe busi- 
ness, but it could cut down a lot on 
the wasted and costly effort of prob- 
ing the “unknown” with a new prod- 


uct or idea, 


Reprints of the editorial at nominal cost 
Up to 100, 10¢ each; 200-500, Se each; 1000 


000, 2 © each 000 or over | ¢ each 
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Labor Board and leather union squaring away for final round 


. . « United Shoe's work-week cutback reflects temporary in- 


dustry slowdown . . . First returns show Easter business ahead. 


“ee 
A: Here's a new development in battle 


between National Labor Relations Board and In- 
ternational Fur and Leather Workers Union, On 
March 31, IFLWU was certified by Board as collective bar 
Raining representative for production and maintenance 
employes of Hoffman-Stafford Tanning Co. in Chicago 
Certification was announced by NLRB on April 22, only 
two days after it moved to end all certifications given the 
union on grounds it is out of compliance with Taft 
Hartley's non-Communist affidavit provisions 


NLRB apparently figures it will cancel this and all 
other IFLWU certifications granted since Aug. 1950 if 
union cannot show cause. Aug. 1950 in month Gold signed 
false non-Commie affidavit. At Hoffman-Stafford, employes 
cast 89 ballots for Local 43 of IFLWU, only three for AFL 
Meat Cutters Union 


IFLWU counsel now says they will seek injunction 
“against its continued illegal action” if NLRB persists in 
action. This was reported in Daily Worker, Commie news 
paper which has “faithfully” followed trial and develop 
ments 


Union statement as follows: “For the third time, the 
anti-labor Taft-Hartley board persists in the assertion of 
a power to decomply unions which it does not have. Twice 
the Federal Courts and the court of appeals have sharply 
and unanimously reproved these illegal actions the 
board's proposed action is the more reckless since a motion 
to set aside the verdict is now pending and is yet to be 


argued before Judge McLaughlin 


a United Shoe’s production and work- 
week cutback reflects curtailed activity currently 
prevailing in entire shoe industry. Immediate post 
Easter slowdown was forecast weeks ago. However, ob 
servers are looking toward two of year's liveliest shoe shows 

St. Louis and Popular Price—to stimulate new business, 
perhaps even break open log jam 


United will continue to operate on five-day week 
despite production cutbacks, About 1900 employes 
will have staggered four-day work schedule. Most will work 
Monday through Thursday, take Friday off. A few will 
work on Friday, take Monday off 


Previously, about 400 United workers in various depart 
ments had been on four-day week for month or so. Now 
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comes plant-wide cutback. Only official comment comes 
from Superintendent Robert Martin who says, “It is hoped 
increased business will end the short work week after the 
July vacation period.” Amen. 


“ » 
A: Here are a few optimistic facts for 


those who forecast U. S. is falling into depression: 
First, the state of the American consumer, the man who 
eventually buys most of the goods U. S. industry produces 
At the end of 1952, a prosperous year, liquid assets, ex- 
cluding corporate and other securities, was $359.6 billions 
By the end of 1953, this was up to $379.1 billions—an in- 
crease of $19.5 billions—hardly an indication of an econ- 
omy falling apart 


On the reverse side, take aggregate private debts. At 
the end of 1952, they amounted to $70.6 billions, leaving 
net equity of $289 billions. And the end of 1953, debt 
figure was $79.9 billions, leaving favorable balance of 
$299.2—a small matter of over $11 billions more than 
1952. Is there a doctor in the house? 


All the above reported by Lothair Teetor, assistant 
Secretary of Commerce for domestic affairs, in recent 
speech at Chicago. Teetor revealed that country as a whole 
holds net liquid assets of $500 billions, highest in history, 
and savings at the rate of $19 billions per year. Also latest 
figures showing that U. S. consumers are paying off their 
debts faster than they are taking new ones on 


As Teetor says, those who think a rainy day is coming 
may well find themselves out in the sunshine with their 
overshoes on. Also, those who are holding back on pur- 
chasing because they think prices are going to take a 
serious tumble are the dupes of misguided prophets of de 
spair. In the present U. S. society, only two things can pull 
down prices: increased productivity, all to the good, or 
economic disaster, an impossibility 


oa Early returns on Easter business say 
overall volume was slightly above last year. This 
is taking shoe industry as a whole. Bad weather on Good 
Friday and Saturday preceding Easter held down much 
business on East Coast otherwise overall totals would have 
been substantially above year ago.. Midwest and West Coast 
report sizable increases in dollar volume over Easter 1952 
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Enak MAX 


MELAMINE RESIN TANNING AGENT 


for upgrading both white and colored leathers 


TANAK MRX Melamine Resin Tanning Agent is relied upon by experienced tanners to increase 
the desirable properties of today’s leathers. Useful for upgrading both white and colored 
leathers, TANAK MRX gives increased grain tightness, increased weight, better “break’’, 
fuller bellies and flanks. It penetrates white leathers so thoroughly that maximum whitene 

is retained even after deep buffing. You can count on TANAK MRX Melamine Resin Tanning 


Agent to increase the cutting value of your leathers. 


Other performance-proved Cyanamid Tanning Specialties include: 


XC Unhairing Agent... for cleaner, whiter stock and better control; 

Bates ...the pancreatic ‘“‘bates of choice” in the tanning industry; 

i : a , 

ranning Extracts... blends to meet specific tanning requirements; 

and EXTRA‘ ..a full line for every important need; 

Synthetic Tanning Agents... ideal for improving the quality of leather during both chrome and 
vegetable tanning; 


lor tanning. 


OT Wetting Agent... most powerful wetting agent available 


i ‘ P y 
Write today for complete informat . 
sasaprses« Bape wan mpd <1 am AMERICAN Cranamid vv VUPAN} 


on any of these products 


INDUSTRIAL CHEMICALS DIVISION 


*Made by Taylor White Extract 
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Le (pelea 


Shoe manufacturers rely on “Celastic” to reproduce 


the fine toe character of the last and to provide wrinkle -free 
toe comfort for the life of the shoe. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


Ccterte 4 0 regrtered W odemart of the (ote Corpereton 
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Hog Cordovan Leather Now In 
Production By English Tanner 


Tests Show Several Outstanding Qualities; 
ls Now Being Introduced In Men's Shoes 


An extremely interesting new 
leather is being introduced: Hog 
Cordovan. It is an English develop- 
ment that has been brought out after 
considerable research. The resultant 
leather makes a handsome shoe. It is 
presently being used mostly in men's 
shoes, but is adaptable to almost any 
type. In the U. S. it is being used 
under the name ‘‘Bortan."’ 


The new leather has been devel- 
oped by Melrose Tanners, Ltd., Eng- 
land, which for centuries has made 
sole leather. But recently this firm 
was purchased by Alfred Booth & Co., 
Ltd., which for the past 90 years has 
had leather interests in England, Aus- 
tralia, New Zealand, Africa and the 
U. S. Its founder, Charles Booth, 
established the first tannery in 
Gloversville, N. Y., in the last cen- 
tury. 

In stitch tear and strength tests, 
according to Melrose Tanners, Hog 
Cordovan has nearly double the 
strength of regular Shell Cordovan. 
Says the firm, “It is also cheaper and 
easier to obtain, and hence there 
should be considerable future in 
making use of the hornier butt part 
of the hogskin for shoe uppers.” 


While the surface appearance 
or texture of the leather has the typi- 
cal hogskin characteristics, (for ex- 
ample, the bristle hole marks), the 
finish is very smooth and polished, 
and the color typically the cordovan 
hue. 


May |, 1954 


The leather is chrome-retanned, 
and like Shell Cordovan, particular 
attention has been paid to the stuffing 
process. The fiber tissues are very 
tightly knit. While conventional 
upper leathers are either chrome- 
tanned or chrome-retanned, a greater 
degree of tannage has to be achieved 
so as to get a polished surface as an 
end product. 

Since Cordovan leather is neither 
a grain nor a suede leather, it doesn’t 
matter if machine flaying has been 
used. The faults are less obvious if 
the shell is worked out skillfully. 


According to Melrose Tanners, 
Hog Cordovan is cheaper because 
(1) pigskins are more plentiful and 
cheaper than horsehides, and the sup- 
ply isn’t shrinking like horsehides; 
(2) the butt area of pigskins is larger 
than on horse butts. 


It has been found that there are 
distinct differences in the skin struc 
ture of the hog, depending upon what 
portion of the hog the skin comes 
For example, skin from the 
relatively 


from. 
shoulder portion has a 
loose fiber structure. But there is a 
tight structure in the skin of the butt 
portion, comparable to the horse 
butt, 

Melrose officials say, “It is so far 
an unexplained puzzle how this dif 
ference of skin structure has come 
about. It might be assumed that the 
butt contains, besides the proteins, 
polysaccharides which are being con- 
verted to that peculiar feature inher- 
ent in the shell. In old boarhides the 
shell character may often degenerate. 
The hide has then become quite un- 
workable from a tanning point, possi- 
bly through calcium deposits form- 


HOG CORDOVAN LEATHER SHOES (the two in darker shades) make a sharp 


contrast with natural pigskin in lighter colors. All are English shoes. 
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Use 


BEVERLY DIES 


for accuracy 
and clean cutting 
—always. 


Made by United at 
Beverly, Massachusetts 
Binghamton, New York 

St. Louis, Missouri 
and 
by these licensed manufacturers: 





Bee Machine Corporation — Lynn, Massachusetts 

Boston Cutting Die Company — Boston, Massachusetts 

Brockton Cutting Die & Machine Co., Inc. — Avon, Massachusetts 
Echo Supplies Company — Cuba, Missouri 

Foley and Hallquist Die Co., Inc. — St. Louis, Missouri 
Independent Die & Supply Company, Inc. — St. Louis, Missouri 
National Cutting Die Corporation — Manchester, New Hampshire 
Southern Shoe Machinery Company — Nashville, Tennessee 
Western Supplies Company — St. Louis, Missouri 
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“T” DESIGN 


is the source of Beverly Die 
strength without weight or 
bulk. It keeps a Beverly Die in 
shape for as long as it’s used. 
No cross braces are needed. 








Your cut parts fit properly when you use Beverly Dies... because Beverly 
Dies are made ‘‘on’”’ the pattern. And you can expect this accuracy for as long 


as the dies are in use! 


The construction of Beverly Dies keeps them in shape under all conditions of 


cutting. This maintained accuracy is important to any shoe. 


You'll find that in addition to excellent die quality, you'll get delivery and 
economy advantages as well. To get the complete picture, call in a representative 
from your United Branch Office or one of the manufacturers and suppliers listed 


at left. Do it the next time you need dies. 


UNITED SHOE MACHINERY (anil MOT re 


ES 
CORPORATION every D 
BOSTON, MASSACHUSETTS — 
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CONTRAST IN HOG SKIN STRUCTURE. Photo at left shows relatively loose 

structure of skin taken from shoulder portion of the hog. Photo at right shows 

much denser or tighter structure of skin taken from butt portion—the part out 

of which the new hog cordovan leather is made. Due to this tighter skin struc- 
ture the resultant leather is strong and supple. 


ing a type of sclerosis. The impres- 
sion prevails that shell formation is 
less pronounced in female pigskins.” 

However, the leather is claimed 
to be as workable as Shell Cordovan 
leathers. But as the pieces are some- 
what larger than in Shell Cordovan, 
an advantage is claimed for Hog 
Cordovan. 


FASHION ISN’T SPINACH 





Shoe manufacturers and retailers 
who have seen shoes made with Hog 
Cordovan believe this leather has 
some excellent possibilities in pro- 
motional footwear. It is in this light 
that Hog 
Cordovan will probably have its best 


as a promotional leather 


prospects, 


Top Merchandise Man Says That 


Shoe Fashion Has Definite Direction 


Three Specific Factors Governing Fashion Trends: 
Past Performance, Current Influences, Speculation 


By Herbert Leeds 


Fashion isn't a whimsical, will-o'- 
the-wisp thing. Trends in footwear 
fashions move in specific directions 
because of specific influences and 
reasons. Forecasting these trends 
isn't a matter of guess and prayer 
but is a matter of combining several 
sound and predictable factors that 
create a definite pattern of direc- 
tion. 

Herbert Leeds, who heads up the 
merchandising of shoes and fashion 
accessories for the famous Boston 
Store, has had an extensive back- 
ground in retailing throughout the 
country. His analysis of licenced 
specifically footwear fashion—is a re- 
freshing insight into a world frequently 
placed in the realm of the "mysteri- 
ous" but which here is converted into 
something quite concrete and realistic. 


Talk delivered April 9 before the Tanners Pro 
duction Club of Wisconsin 


12 


From our retail point of view, 
fashion shows a split personality: In- 
novation or High Fashion on one 
hand versus Accepted Fashion on the 
other. To illustrate, power steering 
in 1951 in the Chrysler Imperial at 
$200 was High Fashion; today, in 
1954, power steering in the Ford at 
$125 is no longer a fringe or unique 
fad; it has become Accepted Fashion. 


Fashion forecasting is com- 
posed of three elements: 1/3 past 
performance, 1/3 current influences, 
and 1/3 calculated speculation. In 
other words, the three p's: past, pres- 
ent, and pending. 

Let’s break down these three fac- 
tors to see how, for example, they 
apply to the merchandising of shoes. 
To evaluate past performance we 
make an actual physical analysis of 
our merchandise to augment statis- 
tics and sales records. We thereby 
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determine the most prevalent common 
denominators. At the end of Spring 
1953, such records showed the fol- 
lowing positive facts: 
The low cut shell pump was the 
first preference in silhouette; 
White stitching, not underlay, 
was the first choice for trim; 
Smooth leathers were pre- 
ferred. (Calf first, patent sec- 
ond). 
Glowy tones were the most 
popular; 
Benedictine was the most pre- 
ferred new color following 
navy in all-over importance. 
(Aniline-finished leathers were 
a strong influence. ) 

The second element of fashion fore- 
casting is the Present or Current In- 
fluences ingredient. Here we must 
consider (1) changes in our living 
habits; (2) innovations in fashion 
that occur in unrelated merchandise 
areas as well as our own; and (3) evi- 
dences drawn from Past Performance 
which appear to have continuity and 
that will carry over into the new sea- 


son, 


For example, the trend to a 
more casual way of living has cre- 
ated two distinct kinds of wardrobe: 
the very casual for informal wear, 
and the very dressy or ornamented 
for dress wear. The _ in-between, 
which was formerly very tailored, 
gave way to city-dress or dressy-cas- 
ual in one direction as opposed to 
the very casual in the other direction. 

Thus, we have seen a growing con- 
sumer demand for dressier daytime 
shoes ornamented with detail trim. 
This demand can be directly traced 
to the changing pattern of our social 
lives and the resultant change in dress 
for different occasions. Innovation 
reared its head in the introduction of 
aniline-finished, glowy leathers. 
Charting present influences as a 
guide to fashion forecasting includes 
also the survey of what features from 
Past Performance still typify an ex- 
isting fashion demand, and should 
therefore be carried over into a new 


season, 


Now the third element of fash- 
ion forecasting: Calculated Specula- 
tion. We invest the shoe with certain 
known factors that give it a better 
than even chance to sell. The tech- 
nique we use is to bring into the 
store early, in advance of a given 
season, a limited quantity of the new 
merchandise, for pre-season testing. 
The sales experience derived in this 
testing period determines the aggres- 
sive or non-aggressive action we will 
take in the peak season. 

To illustrate: as a result of the Past 
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Performance and Current Influences 
analysis that was made prior to pur- 
chasing shoes for Fall 1953, there 
were only a few speculative factors 
left to aggravate a decision. Unknown 
factors included the proper color to 
replace Benedictine, and the kind of 
trim for suede shoes. Fortunately, 
stylists provided Calabash, a suitable 
follow-up in the darkened tan, red- 
dish brown family. Since shoes were 
preferred with trim or detail, it was 
logical that this current influence 
preference for contrast would also 
reflect itself in suede. It was conse- 
quently decided to trim suede shoes 
with either faille, satin, or jewels. 


As the season progressed, 
faille-trimmed suede shoes were first 
preference in very dressy shoe cate- 
gories, and Calabash calf pumps with 
white trim were first choice in city- 
dress shoes. By early testing in June 
we predetermined the majority de- 
mand preference features and_ re- 
duced to a minimum unknown or 
speculative factors. Stated simply, 
the element of risk is best reduced 
by tying the something new onto non- 
speculative, previously proven ele- 
ments, 

I have already cited the impor- 
tance of aniline finishes. What are 
other dominant trends in leathers to- 
day? I believe that the general trends 
in leather are: 

1. The emphasis on softness; 

2. The ascending interest in tex- 

tured leathers: 
The importance of finish—the 


development of anilines and 
metallics; 

The conscious injection of emo- 
tional excitement into leather 
styling; 

A growing awareness of color. 
(According to the Tanners’ 
Council, 150 colors were pro- 
duced for shoe leathers last 
year. This spring the tanners 
have created more than 54 new 
colors for women and 37 for 
men. I am also told there are 
now 125 colors of upholstery 
leather made.) 


I would like to make a final 
comment. Fashion is not a mysteri- 
ous, ivory-towered mystic institution 
resulting in a hare-brained miscel- 
lany of insane creations, Occasion- 
ally, a fad item born of some tem- 
porary situation gains importance 
briefly, then dies abruptly, and is un- 
fortunately confused with Fashion. 
Good fashion has longevity. It is 
interesting that one of the most ap- 
propriate definitions of fashion in the 
dictionary is: “Established or ap- 
proved by custom or polite usage.” 
The last two words also tell why 
Fashion is usually in good taste. 

1 think there must be a real and 
quiet satisfaction for all of you in 
the thought that you each contribute 
importantly to the practicable crea- 
tion of the kind of fashion that 
achieves the ready consumer accept- 
ance that moves a thing rapidly from 
High Fashion to Accepted Fashion, 
where most consumer money is spent. 


PROSPECTUS FOR RETAILERS 





Independent Shoemen Define Creed, 
Long-Range Program For Industry 


Plans for the improvement of the 
mutual competitive position and 
prosperity of independent segments 
of the shoe industry were formulated 
at a two-day meeting of the Steer- 
ing Committee of the Independent 
Shoemen held at the Missouri Athletic 
Club, St. Louis, April 23-24. 


A limited, but representative group 
of independent tanners, materials 
suppliers, manufacturers, advertising 
men, retailers, traveling salesmen, and 
members of the trade press par- 
ticipated in the sessions. Sam Sulli- 
van, Laredo, Tex. shoe retailer, one 
of the group's principal founders, 
presided. 
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Officials stressed that meetings are 
not an attempt to set up any sort of 
“buying association,” nor an impli- 
cation of criticism of any existing 
trade organization. They pointed out, 
however, that “many opportunities 
for closer cooperation among those 
who still cherish ‘freedom of choice’ 
do exist and should be explored.” 

The name, Independent Shoemen, 
was formally adopted by the Steering 
Committee, and defined as follows: 
“One who believes and practices free- 
dom of choice in buying or selling 
shoes; who essentially operates and, 
by demonstrated marketing policy, 
intends to stay in one segment of the 
shoe industry.” 

The committee also agreed on the 
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following creed for independent shoe 


stores: 


l. I believe in my business and 
in my ability to conduct it honorably 
and with the respect of my fellow men 
«ov tata provides a needed service 
to my community and that it deserves 
my community’s support. 

2. I believe that the American sys- 
tem of free enterprise gives me the 
right to operate my business without 
dictation by anyone 
tomers, whose purchases are their 


except my cus 


endorsement: who vote “no” by buy- 
ing elsewhere. 

3. I believe that | am entitled to 
a fair profit, an honest return on the 
capital | have invested . . . that | 
should receive a reasonable income 
from services rendered. 

1. I believe that the manufacturers 
from whom I buy should stick to 
their last—manufacturing . . . that 
any instruction by them into retail- 
ing is a threat against my business. 
5. I believe that voluntary, close 
cooperation between independent re- 
tailers and manufacturers can result 
in better performance in shoe mer- 
chandising . . . can correct weak- 
nesses now apparent in the industry 

. and can create new business and 
increase the market for footwear. 

6. I believe that my 
future can best be secured by con- 
centrating my purchases with manu- 
fac turers whose SUCCESS depends upon 
the Independents. 


business 


my success 

7. I believe in action . . . that 

progress is never made standing still 

that indifference and inertia 

have ruined more businesses than 
mistakes in going forward. 


Aims and purposes of the Inde- 
pendent Shoemen, adopted at the 
two-day meeting, were announced by 
Sullivan: 

“A group that shall be known as 
the Independent Shoemen has been 
formed. This group represents all 
interested independent segments of 
the shoe industry. Its aim is to protect 
and promote their best interests. 

“We are not attempting to compete 
with nor to replace any existing 
organization in the shoe business, and 
shall at all times endeavor to co 
operate with them to the fullest extent 
to bring about a healthier climate 
for—and an increased consumption 
of shoes. 

“We are opposed to the domination 
of the industry by any group or 
combine, and shall... by concerted, 
cooperative and positive methods and 
efforts strive to strengthen the 
position of the independents at all 
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“It is believed that the first step to 
be taken by this group is the recruit- 
ment of additional manufacturers, 
tanners, retailers, traveling men and 
other allies in our trade into the 
movement. 

“In order to accomplish this aim, 
an advertising campaign in the trade 
press will be inaugurated immediately, 
under the supervision of a commit- 
tee of this group. 

“Ultimately it is hoped that this 
group will be able to provide for the 
independent shoe retailers, manufac- 
turers and traveling salesmen such 
services including sales aids, person- 
nel training materials, advertising 
help, display suggestions, and com- 
petent personal counselling in man- 
agement, merchandising, fashion and 
fiscal affairs. 

“It is possible that in a long range 
program such as this, ways will be 
devised whereby persons hoping to 
enter the shoe business will be aided 
in eecuring financial help. 

“Furthermore, it is expected that 
through more frequent and intimate 
association, retailers, manufacturers 
and suppliers will better understand 
and help to solve each other’s prob- 
lems. 

“The aim of the Independent Shoe- 
men shall be not to exclude any quali- 
fying segment of the industry, but 
rather to endeavor to raise the level 
of volume and profit for all con- 
cerned,” 


OVER THE HUMP 


St. Louis Show 
Holds Promise 


Retailers plan to place big 
Orders at coming regional show 





“Business is good and this reces- 
sion talk is more ‘talk’ than actual- 
ity,” was the general feeling prevalent 
among the approximately 3,000 re- 
tailers attending the Eighth Annual 
St. Louis Shoe Show April 25-28 at 
Hotels Lennox, Statler, Jefferson and 
Park Plaza. 

Buying generally was cautious, but 
the feeling of optimism ran high 
throughout the entire show, both at 
retail and manufacturing levels. Al- 
though many retailers said they 
planned to place their big orders at 
the regional shows during the next 
few weeks, a number of firms were 
booked solidly with appointments 
with buyers for actual writing of 
orders, Several manufacturers cred- 
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Arrangements have been made by 
the Steering Committee for a national 
conference to be held October 24 at 
Hotel Sheraton, Chicago, for the 
purpose of electing permanent officers 
and implementing the objectives pro- 
posed by the Steering Committee. 

Sullivan was elected acting chair- 
man of the Independent Shoemen for 
the interim period until the confer- 
ence in Chicago. Persons interested 
in the program, Sullivan said, are 
invited to contact him c/o Box 1067, 
Laredo, Tex. 

The following were named regional 
chairmen of the Acting Finance Com- 
mittee to obtain initial funds for 
operation of the program: 

A. J. Brauer, Jr., president, Brauer 
Bros. Shoe Co., St. Louis, Mo.; 
Walter Braun, president, Cobblers 
Inc., Los Angeles, Cal.; Louise Foye, 
Beaudin Shoe Co., Hanover, Pa.: 
John T. Hart, advertising manager, 
Wolverine Shoe & Tanning Corp., 
Rockford, Mich.; J. Roger Johansen, 
vice-president, Johansen Bros. Shoe 
Co., St. Louis, Mo. 

O. Fred Price, vice-president, Selby 
Shoe Co., Portsmouth, O.; Jack 
Sandler, president, A. Sandler Co., 
Boston, Mass.; and Ray Shannon, 
sales manager, Weyenberg Shoe Mfg. 
Co., Milwaukee, Wis. Treasurer of 
the Committee is Philip B. Bayes, 
Solby Bayes Co., 126 Tremont St., 
Boston 8, Mass. 


ited their optimism to the fact that 
they had opened new accounts, which 
at previous shows had been a rarity 
with them. 

Retailers were in a happy frame of 
mind because the February hump 
was over and Easter business gen- 
erally throughout the country had 
met last year’s figures for the com- 
bined months of March and April. 
Their inventories at this point were 
under control, leaving them open to 
buy. 

However, the short-term buying 
trend which has prevailed in recent 
seasons continued to be the rule and 
in many instances showed evidence 
of gaining even more impetus. Many 
retailers expressed their intention to 
place orders so that shoes would ar- 
rive in the stores closer to the actual 
selling season. In other words, they 
do not wish to have too much capital 
tied up in inventory that is too far 
in advance of the consumer level buy- 
ing period. 

They prefer to buy in smaller 
amounts at more frequent intervals, 
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thus keeping their inventories under 
control, and at the same time allow- 
ing leeway for buying fresh new mer- 
chandise as sales stimulants. 

Manufacturers are concerned about 
this trend as it would accentuate the 
“peaks and valleys” in production 
which already pose a problem for a 
continuous 52-weeks-a-year operation. 

To alleviate some of the pressure, 
a number of manufacturers are ex- 
panding their in-stock departments. 
Many women’s manufacturers are 
stocking more high fashion shoes in 
opened-up categories for early fall 
selling in addition to their customary 
basics. 

Pricewise, more emphasis is being 
placed on lower end established retail 
price ranges. Many firms are expan4- 
ing this segment of their lines. 

Although traffic did not appear as 
heavy as at prior shows, registration 
lists revealed that attendance was ap- 
proximately the same as last year’s 
show. Private showings and outside 
activities took many buyers away 
from the show area, which accounted 
for the fact that Sunday’s traffic was 
very slow. However, traffic was ac- 
celerated considerably on Monday, 
when the actual viewing of lines and 
placing of orders got under way. 

In women’s lines, the biggest talk 
was focused on the tremendous em- 
phasis on mid-heel heights, a result 
of growing consumer acceptance and 
retail demand for a wide variety of 
patterns on medium heels. 

Outstanding in men’s lines were 
the new low-top patterns and slipons, 
and the prevalence of the soft grain 
leathers. Increased interest and ac- 
ceptance of black was evidenced in 
the number of times this color ap- 
peared on orders written. 

Increased lightness and style was 
emphasized even in welt shoes for 
children. Both boys’ and girls’ pat- 
terns continued to reflect the influ- 
ence of adult style trends, with more 
emphasis on making these fashion 
shoes instead of mere functional foot 
coverings. 


Prime Tanning Razed 


Factory of Prime Tanning Co. in 
Berwick, Me., was destroyed by an 
explosion and flash fire on the eve- 
ning of April 26. 

Damage was estimated by Berwick 
firemen at “upwards of $20,000.” 
Two firemen were injured. 

Prime Tanning, employing 50 per- 
sons, is owned by Leonard Kaplan 
of Newton, Mass. 
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DOLLARS DOWN THE DRAIN 





Better Controls Over Finish 
Materials Urged For Tanneries 


Each year many tanneries literally 
throw countless thousands of dollars 
down the drain because of inade- 
quate controls over finish materials. 

Robinson Associates of Newton, 
Mass., has come up with a method 
of combatting this waste by institut- 
ing a system of practical controls. 
The following is by Stanley O. Robin- 
son of Robinson Associates and de- 
scribes how the company worked out 
a finish control system for Geilich 
Leather Co. of Taunton, Mass. 


Results have been gratifying. Di- 
rect material costs of finishes were 
reduced by 10 percent, making for 
a sizeable tangible savings. Other 
benefits were derived to which as yet 
no hard and fast dollar sign can be 
fastened. These were a more uni- 
form quality of leather in regards to 
finishing, smoother production flow, 
more reliable finish inventory figures, 
improved cleanliness of the depart- 
ment, less floor space required for 
finishes and a more accurate and 
quicker means of figuring finish costs 
per foot. 

In our approach to this problem 
it was decided there first of all must 
be some simple, practical device 
which would indicate in a matter of 
seconds and under all existing con- 
ditions the quantity of finish to mix 
for any run of leather. 

Factors entering into the picture 
were: material costs from different 
sources of supply, variable types and 
method of keeping records of sup- 
plies, costs etc., human errors in com- 
puting the amounts of ingredients for 
each mix, reporting of amounts of 
finish used, material costs per square 
foot of leather and the variable and 
multiple inventory of finish materials. 


First step was to collect the neces- 
sary basic data which would enable 
us to analyze and determine what 
type of control was necessary. This 
data was obtained on what we call 
consumption cards, On these cards 
was recorded the basic data desired, 
such as the amount of finish used for 
each run, the exact conditions of run 
pertaining to size and number of 
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pieces, gun pressure or reeves drive 
setting on the seasoning machine, 
and the color number with its corres- 
ponding formula. 

Inconsistencies in the data being 
accumulated each day led us to in- 
vestigate the underlying causes for 
these variations. For example we 
had never established what effect, if 
any, the size of the pieces had to do 
with the consumption of finish. It 
was common sense, however, that 
kips would nest better on a conveyor 
belt than sides thus leaving fewer 
gaps in the belt. It was also a known 
fact that damp leather is more ab- 
sorbent than dry; that tannage affects 
absorption by leaving a more or less 
open grain; that rebuffed and soft 
fluffy leather was more absorbent 
compared to one not specially treated 
or staked. 


Further investigation of the 
data revealed additional variable fac- 
tors such as viscosity or density of 
the finish, clogged guns, wrong pres- 
sures, oily leather surfaces, line leaks 
and other deviations peculiar to ex- 
isting conditions. 

When sufficient basic data had 
been accumulated, correlated and 
catalogued the use of a multivariable 
chart came in to play an important 
part. 

We divided the material into four 
basic variables for spray machines 
and three for seasoning machines. 
The variables used on the spray ma- 
chine were the size of the leather, the 
number of pieces in the run, the clas- 
sification according to density of the 
finish and the pressure on the guns. 
The same variables were used on the 
seasoning machine excepting the 
pressure setting. 

It should be pointed out here that 
a chart of this nature set up for and 
working well in one plant does not 
mean the same chart can be used in- 
discriminately. Conditions will vary 
on each installation and warrant a 
careful study of existing conditions 
in the plant. However, the basic prin- 
ciples and techniques still apply and 
can work favorably in any tannery. 
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Bearing cost factors in mind we 
felt that the system should be set up 
to eliminate as much chance for hu- 
man error as possible. This applied 
strongly in computing the amounts 
of finish materials for a run after the 
required gallons were determined 
from our chart. We minimized this 
factor and at the same time speeded 
up the process by a simple pre-calcu- 
lated card for each formula number. 
From this card the proper amounts 
of ingredients to be used were easily 
determined for any quantity of mix. 


We felt also that responsibility 
should definitely be fixed for the 
making up of the mix cards and the 
matching of the resulting finish with 
a standard skin. 

Due to the many hundred color 
numbers and that the crust color has 
a tendency to vary, we felt we should 
institute a careful examination of 
this leather to determine if any basic 
changes should be made in the mix. 
However, we found that it was gen- 
erally sufficient to be guided by our 
finish card and to make minor ad- 
justments in the shade after running 
a pilot skin or two, Often we found 
it necessary only to make a slight 
change in the pressure on the guns. 

We then determined how we would 
allow for the material in the bottom 
of the spray gun tanks, which of 
course was necessary for proper use 
of the guns but never applied to the 
skin. We allowed for this basic 
amount right in our charts to mini- 
mize error of guesswork. We then 
determined a shrinkage allowance 
for loss at color matching. This was 
also included in the quantities indi- 
cated on the charts. 


Final step was to set up a com- 
parative material cost card for man- 
agement’s use. This gives informa- 
tion, on a monthly basis, for com- 
paring actual material used against 
standard. 

A card was designed on which was 
kept actual consumption figures by 
type of finish and vendor. Provision 
was also made to record inventory 
figures for a perpetual inventory. 
This gave us weekly figures by which 
we could accurately determine our 
material cost per foot. 

We found that by comparing the 
inventory figures with those made out 
by the mixer, i.e. the actual consump- 
tion against the inventory, it became 
an invaluable means of showing up 
consumption for sales promotion 
samples and actual waste. Monthly 
reports are in the hands of manage- 
ment which furnish an accurate ac- 
count of the finishing situation, 





DRASTIC OVERHAUL — DESTRUCTIVE IMPACT 





United Shoe And Government End 
Arguments Before Supreme Court 


USMC Claims Wyzanski Ruling Would Be 
Hard Blow To Sales And Distribution 


Counsel for United Shoe Machin- 
ery Corp. this week asked the U. S. 
Supreme Court to reverse an anti- 
trust decree against the company 
issued Feb. 18, 1953 by Federal Judge 
Charles E. Wyzanski, Jr., in Federal 
Court, Boston. 

Attys. John L. Hall, Robert Proctor 
and Claude R. Branch presented 
arguments before the country's high- 
est review tribunal, claiming that 
United had not violated Section 2 ot 
the Sherman act and warning that 
Judge Wyzanski's ruling would have 
“destructive impact’ upon the firm 
and necessitate “drastic overhaul.” 


The decree would force United to 
offer shoe manufacturers the option 
of leasing or purchasing shoe ma- 
chinery outright while limiting leases 
to five instead of 10 years, to make 
available to competitors its patents 
under a royalty, and to dispose of its 
interests in the tack, nail, eyelet, 
grommets and hook manufacturing 
field, 

It would cost United some $18 
million in gross annual revenues and 
$4 million in gross profits while deal- 
ing a hard blow to its sales and dis- 
tribution organizations, Atty, Branch 
told Supreme Court justices. 

“The order of the trial court goes 
way beyond anything done in any 
antitrust case, at least where there is 
a clear record as we have here,” 
Branch said. “The decision goes fur- 
ther than restoring conditions and 
recreating competition, It seeks to 
put a handicap on competition. We 
are going to be handicapped, and the 
decision will allow our competitor to 
do the very thing we are forbidden 
to do supply machinery without 
segregating charges for service. 

“We feel the decision will not bene- 
fit anyone, and certainly not our cus- 
tomers. It will certainly result in 
higher prices. The practically unani- 
mous opinion of the shoe manufac- 
turers was that they approved our 
practices, They let them start a shoe 
business without any capital. 


“The evidence shows American 
shoes and American shoe machines 
are the best in the world and that is 
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largely due to United which makes 
the best machines.” 

John L. Hall was the first of 
United’s counsel, and he said, “a 
seven year search by the government 
counsel, with full access to files of 
United for four years . . . turned up 
no evidence of { oercion, pressure, ex- 
cessive charges or unfair practices.” 

Robert Proctor was next to argue, 
and he said “United’s success is pri- 
marily due to superior know-how, su- 
perior skill, pioneering, superior pro- 
duction as well as methods appropri- 
ate to the business setting.” 


The hig case, one of the most 
important antitrust cases before the 
high tribunal in years, and the third 
time since 1911 that United has been 
before the high court on major anti- 
trust issues, evoked a lively flow of 
questions from members of the bench, 

The case against United was ar- 
gued by Ralph S. Spritzer, special 
assistant to the Attorney General in 
Washington, and easily the youngest 
counsel trying to convince the bench. 
He looked about half the age of the 
72-year-old Frankfurter. Flanking 
him were Margaret H. Brass, also a 
special assistant, and C. Worth Row- 
ley, a government trial attorney. 

Partly in his argument and partly 
in answering questions, Spritzer said 
“we think the judge could have gone 
further than he did,” but the govern- 
ment did not press restraint of trade 
charges because “we got all the relief 
we sought by the judge’s action. We 
think this a moderate relief, and far 
from penalty type.” 

Spritzer said that United had 85 
percent and more of the market for 
shoe machines, and “where you deal 
with the cream of the businesss, 
United had not 75% but 92%.” He 
was asked by Justice Frankfurter if 
this proves “monopoly power,” and 
replied it was an “earmark” of it. 

In 1911, and again in 1915, 
United was before the U. S. high 
court on major antitrust cases, and 
won both of the cases. By and large, 
attorneys contended this week, the 
practices approved in 
have been those used since by United. 


those cases 
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There have been changes for the ben- 
efit of customers in the way of shorter 
lease periods, and easier cancellation 
of leases. 

As for shoe manufacturers, the 
government refused to agree with 
United that, by and large, shoe man- 
ufacturers tended to agree that 
United’s past behavior was of neces- 
sity in their best interest. 

Spritzer said United’s pricing pol- 
icy for different types of machines 
was “discriminatory” and designed 
to minimize competition. 


In rebuttal, United counsel Rob- 
ert Proctor declared, “Apparently it 
is the government’s view that size 
and success constitute monopoly 
power and any exercise of size and 
success is illegal exercise of monopoly 
power. . . .What United has done is 
to carry on its business without tie 
and without monopoly power,” he 
said. 

The lease termination arrangement 
is equitable, he said, in view of the 
fact that “costly capital units” are 
installed without down payments in 
the shoe manufacturer’s premises. 

Under the unit charge system, the 
manufacturer pays United only as he 
produces shoes. If he doesn’t pro- 
duce, he pays nothing. 


Brand Name ‘“‘Oscar”’ 


Brand Name Retailer-of-the-Year, 
David Hirschler, president of Hof- 
heimer’s, Inc., of Norfolk, Va., re- 
ceived the shoe retailer’s “Oscar” 
April 28 before a distinguished audi- 
ence of 1,700 business and civic 
leaders. The presentation was made 
at the Brand Names Day dinner on 
stage at the Grand Ballroom of the 
Waldorf-Astoria Hotel in New York 
City. 

The ceremony concluded a three- 
day program of events honoring the 
118 winners selected for outstanding 
presentation of manufacturers’ adver- 
tised brands to the public last year. 

Four other shoe store dealers 
shared the spotlight with Mr. Hirsch- 
ler as winners of Certificates of Dis- 
tinction. They were: Earl D. Miller, 
Sec. of Heckert Shoe Co., Appleton, 
Wise.; Herbert J. Rich, Pres., B. 
Rich’s Sons, Wash., D. C.; Franklin 
S. Weaver, Adv. Mgr., Farr’s Inc., 
Allentown, Pa.; and N. Gene Thomp- 
son, Pres., Marott Shoe Stores, In- 
dianapolis, Ind. B. Rich’s Sons and 
Farr’s Inc. were also cited in previous 
competitions. 
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Joins River Plate 


New sales representative for The 
River Plate Corp, New York tanning 
chemicals firm, is Thomas C. Blair. 
formerly technical assistant in all 
phases of leather manufacture at 


R. Neumann & Co. of Newark. 


bined to glut supply lines in recent 
months. 
pressed hide prices. 

This week, E. F. Forbes of San 
Francisco, president and general 
manager of the Western States Meat 
Vackers Association, came up with a 
solution. In a bulletin to Association 
members, Forbes urged the packing 


One obvious result is de- 


tries such as Hungary, Poland and 
Czechoslovakia at prices 35 to 40 per- 
cent higher than United States hides,” 
said Forbes. 

“Western European countries 
must, therefore, look to us for hides 
and we are hopeful that exports to 
Western Europe may be built up to 
four or five million hides which 


industry to build up its export busi- 
ness to five million hides a year, 
reduce annual surpluses. 

“The main competitor of American 
hides is, of course, Argentina, and it 
is reported that Argentina has sold 
its hides ahead to Iron Curtain coun- tion has meat packers concerned, 


would help reduce any carryover that 
would exist in this country at the 
end of this year after domestic re 
quirements have been satisfied.” 
The present supply and price situa 


More recently, Blair was associated 
with U. S. Testing Co., Inc. of 
Hoboken, N. J., where he was man- 
ager of the Blair Laboratory Depart- 
ment. His activities comprised analy- 
ses of tanning chemicals and processes 
for control and sales purposes, phys- 
ical tests of leather and research on 
new techniques and products. 

Blair is the author of two recent 
papers: “Specifications, Standardiza- 
tion and Science,” presented to the 
American Leather Belting Association 
on Dec. 4th last; and “The Function 
of the Laboratory in Modern Tanning 
Operations,” presented to Pratt In- 
stitute School of Tanning and Leather 
Technology, of which he is a °49 
alumnus. 

On April 6, River Plate announced 
that John W. Feeney and James M. 
Cavanaugh are no longer connected 
with the company. 

Blair will operate from The River 
Plate Corp. offices at the Chrysler 


Bldg., New York City. 


importance to the designers, makers 
and buyers of today’s most fash- 
ionable footwear—trimmings that 
are functional, adaptable and 
handsome enough to capture imme- 
diate attention. 





You'll find that the complete Anchor 
Brand Line of shoe trimmings 
includes top quality items 
for every purpose: items such as 
the handsome, durable No. 9677! 
Regal Buckle and matching 49714 
Loop for popularly-styled walking 
shoes dees, ornaments and 
rings .. . buckles in roller, non-roller, and 
fixed-roller designs . . . plus hundreds of other 
useful, easy-to-apply trimmings in every 
size and style imaginable. 




















HIDE HEAVY 





Consider the convenience of ordering your 
trimmings from one, dependable source of 
supply—then write for complete details 
on ANCHOR BRAND Shoe Trimmings! 


NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 


Packers Aim At 
5 Million Exports 





One of the hide industry’s more 
pressing problems today is how to 
prevent its supply cellars from be- 
coming overloaded. Despite packers’ 
best efforts, fluctuations in demand 
by domestic tanners and a constantly 
increasing rate of slaughter have com- Dallas * Los Angeles * San Francisco 


New York * Boston * Philadelphia * Atlanta * Buffalo * Detroit * Chicago * St. Louis 
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Forbes said, because “we are today 
producing more hides than tanners 
are able to use. In 1952, the average 
weekly soakings of cattlehides by 
tanners amounted to 383,000 per 
week; in 1953, the average increased 
to 415,000 per week. 

“On Jan. 1 of this year there was 
a carryover of approximately 11% 
million hides. For the first 11 weeks 
of the year the soakings by tanners 
were running about 426,000 cattle- 
hides per week, and 44,500 kip 
hides. 

“This is a normal production of 
kips for this season of the year but 
the number of cattle hides per week 
is in excess of last year’s average. 

“If the slaughter of cattle is going 
to run between 25,000,000 and 27,- 
000,000 in this country, the produc- 
tion of hides will be in considerable 
excess of the demand by the leather, 
shoe and luggage industries, and un- 
less we can increase our own con- 
sumption as well as our exports, there 
is the possibility of a carryover in 
1954, probably double or more than 
that of 1953.” 


Forbes saw the chance of “vastly 


LEGALLET 


improved” hide situation with domes- 
tic promotional campaigns aimed at 
more use of leather, and similar 
efforts abroad. 


STANDARDIZED TANNING 





During 1953, cattlehide exports 
came to 2,381,000, according to pre- 
liminary figures from the Bureau of 
the Census. 


New England Tanners Told 


How To Eliminate Human Factor 


Despite the need for standardiza- 
tion of quality, few of the nation's 
tanneries have reached the point of 
perfection where they can assure con- 
sumers equal quality leather on every 
delivery. 

All too often, experienced tannery 
superintendents are forced to lay 
the blame for uneven results upon the 
human factor — individual errors, 
carelessness or just plain inability of 
the average leather worker to control 
adequately the operation for which 
he is responsible. 


GLOVE -TANNED 


Yet, eliminating the human factor 
from tanning is the only answer, says 
W. R. “Bob” Lotz, vice president and 
general superintendent of Albert 
Trostel & Sons, Milwaukee tanner. 
And he feels it can be done with the 
right combination of engineering and 
research. 

Speaking at the season’s final meet- 
ing of the New England Tanners’ 
Club held Friday evening, April 23, 
at the Hotel Hawthorne in Salem, 
Lotz described some of the ways in 


MOCCASIN COWHIDE LEATHERS 


Lecwuter 
Comming, compomy 


ALL SEASONAL COLORS 


GLOVE LEATHERS 


goat, cow and deer 


LLANA 


GARMENT LEATHERS 


goat and cow 


LEATHER and SHOES 


1099 QUESADA AVENUE 


REPRESENTATIVES: 


Povil Wedseltoft, 407 East Michigan Street, Milwaukee 2, Wisc. 
John A. Dauer, 177 William Street, New York 7, N. Y. 

Industrial Leathers, 722 East Washington Bivd., Los Angeles, Calif. 
Allen Leather Company, 1433 Locust Street, St. Louis, Missouri 


© SAN FRANCISCO, CALIF. 
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which Trostel has successfully stand- 
ardized operations to assure even 
quality on the 40 different types of 
leather it produces at its Milwaukee 
plant. 


Secret of Trostel’s success, said 
Lotz, was its emphasis upon strict, 
continuous control of each depart- 
ment, each process, each man and 
each condition employed in each type 
of leather and tannage. The com- 
pany leaves nothing to chance, has 
set up a system of checks and re- 
checks within each department so 
that every phase of its tanning opera- 
tions remains uniform in processing 
the different leathers. 

Using successive slides, Lotz de- 
scribed how Trostel coordinates the 
manual and automatic phases of its 
operations to eliminate as much of 
the human error as possible. 


An outstanding innovation the 
company employs in its control proc- 
ess is its pes Soe time-tempera- 
ture charts which provide department 
supervisors an exact check of condi- 
tions required for each type of leather 
run. In case of error, these Same 
charts make possible a quick recheck 
of operations. 

Lotz emphasized that the Trostel 
plant is far from a push-button oper- 
ation but has managed to combine 


its human and mechanical factors to 
give an almost similar effect. 

New officers elected at the Tanners’ 
Club’s final meeting of the season 
were: Robert Barnet, J. S. Barnet and 
Sons, Lynn, president; Frank Upton, 
American Hide and Leather Co.., 
Lowell, vice president; and Joseph 
O’Connor, O'Keefe Leather Co., 
Salem, secretary-treasurer. 


Cohen Joins Kaplan 


Abe Cohen, head tanner of Colo- 
nial Tanning Co., Boston, for the 
past 12 years, has resigned to join 
the newly-organized firm of Archie 


Kaplan Leathers, Ine., in Boston, He 
will serve as tanner and vice presi- 
dent of the new firm. 

A veteran of over 40 years in the 
tanning industry, Cohen has been 
associated with Korn Leather Co., 
Irving Tanning Co., and American 
Hide & Leather Co. 
one of the nation’s leading tanning 
experts, he has worked with virtually 
every type of leather, 

A native of London, England, 
Cohen came to the U.S. as an infant. 
His father, who spent his life in the 
tanning industry, was well known on 


Recognized as 


the Continent. 





Deaths 


Edward Q. McVitty... 
executive, died April 25 at his home 
in Princeton, N. J. 
leather industry, he was a member of 
the tanning firm of Leas & McVitty 
for many years before his retirement 
some time ago. MecVitty graduated 
from Princeton University in 1898. 
He leaves his wife, Elizabeth-Clausen; 
four sons, Herbert Q., Edward Q., 





79, tanning 


A veteran of the 


Bruce H., and Howard L.; a daughter, 
Mrs. Howard C. Lord; and a brother, 
Samuel H. MeVitty. 

(Other Deaths on Page 34) 





features: 
1. Accurate heat 
temperature within 5 


tion. 
Built-in 


electrical 
Accurate film control. 
tribution to melt. 


ments, 


for oil contamination. 


which 
of setting. 
Maximum enclosure to prevent contamina- 


control 


protection to 
overloading of your lines. 


The New’4Boston 


HOT-MELT SPOTTING MACHINE 


| Vo matter whose hot-melt you use you can use 
it more safely and efficiently in a Boston Hot-Melt 
Spotting Machine, because of these combined 


maintains 


prevent 


Finned interior to assure proper heat dis- 


Roll-widths custom-built to your require- 
Call our representatives for details. 


100%) self-lubricating—your machinist can forget it and, in addition, there is no chance 


Rugged, oversized motor for dependable power. 
In addition to all of the above, you have BMW Service. 








LYNN 


BOSTON 


MAS S. 


ACHINE WORKS 0. 


U.S.A. 








Dallas, Texas. 
Johnson City, N. Y. 





Whitman, Mass. 
Cincinnati, Ohio 


Chicago, Ill. 
Milwaukee, Wis. 


Kitchener, Ont. 
St. Louis, Mo. 


Woodridge, N. J. 
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*210” Luminaries 

Robert Goldstein and Harry Karl, 
co-chairmen of The 210 Associates 
Entertainment Committee, have an- 
nounced that Eddie Fisher, young 
singing star of TV and radio, will 
appear on the 15th Anniversary Ban. 
quet program Tuesday evening, May 
4, at the Waldorf-Astoria in New 
Y ork. 

Tony Martin, originally scheduled 
to appear, has withdrawn because of 
a TV commitment. 

Other stars slated for the gala eve- 
ning include Danny Thomas, top 
comedian; Jean Carroll, well-known 
comedienne; Bambi Linn and Rod 


Alexander, 
“Show of Shows,” and Mindy Car- 


son, popular recording star. 


New Delph Addition 

M. A. Delph Co., Ine., of Indian- 
apolis, Ind., has announced the addi- 
tion of Delph-Allison Corp., Ine., 
Denver, Col., to its rapidly expand- 
ing organization. 

The new firm will act as a ware- 
house for Delph’s hide operations in 
the Colorado-Kansas territory, ac- 
cording to Merle A, Delph, presi- 
dent. Ernest Allison is in charge of 


Delph-Allison Corp. 


dancing stars of the 

















Campe / L, 


MAKE GOOD SHOES BETTER 


SOLD WHEREVER BETTER SHOES ARE MADE 


CAMPELLO 69, MASSACHUSETTS 


> 
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MILITARY BUYING 





Invitations 


Leather Envelopes. The Genera! 
Services Adm. N. Y. C., 250 Hudson 
St.,has issued Inv. No. NY-2JR-55074, 
calling for 118 envelopes, leather. 
Opening May 11. 


Footwear. The Veterans Adm. 
Center, Supply Officer, Togus, Maine, 
has issued Inv. No. 8, calling for 
Footwear, for period from July 1, 
1954, through June 30, 1955. Open- 
ing May 13. 


Leather Packing. The New York 
Agency has issued Inv. No. 437, call- 
ing for 7,650 sq. ft. leather, packing, 
chrome vegetable grade B, med, wt.. 
for destination Terre Haute Ord. 
Depot, Ind.; and in addition, 8.808 
sq. ft. of leather, strap, black, thick- 
ness 8/64 inch wt. per sq. ft. 8 oz. 
Opening May 13. 


Men’s Leather Shoes. The New 
York Quartermaster has issued Inv. 
No. 420, calling for 53,061 prs. Shoes, 
Dress, Man’s-Oxford, leather, black 
to Specs. MIL-S-13192—delivery to 
Wilkins AF depot, Shelby, Ohio, by 
June 31, 1954. Opening May 15. 


Leather Gloves, Linesmen, The 
Lexington Signal Depot, Lexington, 
Ky., has issued Inv. No. SC-212, 
calling for 400 prs. Gloves, Leather, 
Linesman’s, size 11, buckskin palms, 


gauntlet style. Opening May 18. 


Bids 


Gloves, Leather Lined. 
berg Bros., N. Y. C., was low bidder 
under Inv. No. 999-C, issued by the 
Marine Corps., Phil., Pa., calling for 
25,000 prs. glove leather, lined, for 
delivery to San Fran., Cal., and 
25,000 prs. for delivery to Phil., Pa. 
Steinberg Bros. offered a price of 
$1.85 per pr. for San Fran. and $1.82 
per pr. for Phil., Pa., all less a dis- 
count of 2%—30 days. 


Stein- 


Diver's Shoes, The Bomar Corp., 
Pittsburgh, Pa., was low bidder 
under Inv. No. 2050, which opened at 
the New York Navy Purchasing 
Office, and which called for 200 prs. 
Shoes, Diver’s leather, mineral tanned 
black upper leather, with leather 
pull-straps, and 3 leather cross-straps 
with brass buckles for closing each 
shoe. Bomar quoted $44.90 per pr. 
for delivery to Bklyn, N. Y., and 
$46.50 per pr. for delivery to Oak- 
land, Cal. 
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LEATHER MARKET REPORT 





Continued Strength of Hide Market 
Reflected in Leather Prices 


Buyers Show Tendency To Catch Bottom Of 
Market On Eve Of Popular Price Shoe Show 


Sole leathers firmer as strength 
of hide market is felt throughout 
trade. Tanners continue to show Op- 
timism despite report this week of 
Army unloading close to a million 
half soles. Most tanners feel the time 
has come for an upturn and enough 
sole leather will be needed to keep 
prices at better levels. A good deal 
depends upon results of Popular 
Price Shoe Show next week. 

Price lists generally unchanged al- 
though there are no 
heard. Better grade light bends sell 
for as high as 68c with one or two 
tanners asking a cent more. Tannery 
run lights at 67-66c and below. Most 


concessions 


very slow. Bellies finding some mar- 
ket. No price changes. 

Sole leather offal improves. 
Rising hide market gives tanners’ 
lists new firmness and buyers show 
more interest along the line. Feeling 
is many buyers are ready to buy ac- 
tively in effort to catch the bottom of 
a rising market. Result is, tanners 
unwilling to talk concession, particu- 
larly with supplies short. 

Prices as before. Bellies hold at 
27-28c, single shoulders bring up to 
38ce. Tannery run double 
shoulders brings as much as 44e with 
specialty stock selling for as high as 


lOc. Hind shanks quiet but fore 


rougl 


Ve LL Les 
(| QUALITY 
Leathers 


U.S.A 


Ww 


: _. . Mellow, 
| full grained, 





elk kips 


ie 
Pi 


tanners ask up to 57e for 8-9 irons, shanks listed at 19-2le. Heads hold 
up to 52e for 9-10 irons, 47-45 for at 17e. 

10 iron and up. Again, one or two 
tanners ask a cent more. 


CHICAGO - BOSTON - NEW YORK 


SAVE. 
WME 


Heel Pads < 
Boxtoes 


Calf on upgrade. Good activity 
of past few weeks added to new in- 





creases of rawstock brings more in 
terest to calf market. Buyers who 
have held off throughout season look- 
ing for price drops now become con- 
More 


sampling, more bookings reported. 


Sole leather tanners of Philadel- 
phia report business rather on the 
slow side. Tanners had expected 
much more business and feel that just 
as soon as the shoe factories get into 
full swing again, buying of sole 
leathers will be resumed. Findings 


vinced the trend is upward. 


Best interest in men’s weights at 





Prices and Trends of Leather 


KIND OF LEATHER THIS MONTH YEAR 1953 
WEEK AGO AGO HIGH 





67-1,02 
57-97 
60-1.00 
55-90 
45-90 
50-56 
15-23 
47-51 
45-49 
30-34 
64-68 
27-28 
44-48 
30-35 
17-20 


73-1.05 
58-98 
60-1.00 
55-90 
48-90 
50-56 
15-25 
52-54 
44-50 
34-38 
64-68 
27-29 
44-50 
30-35 


80-1,10 
73-92 
70-95 
55-90 
80-96 
56-62 
18-32 
56-60 
51-54 
38-42 
65-68 
27-28 
50-53 
33-39 


95-1.20 
80-1.03 
85-1.10 
55-90 
80-96 
60-64 
18-32 
64-68 
56-59 
38-45 
68-72 
26-29 
51-56 
35-39 
17-20 18-22 24-26 
14-16 13-15 18-20 
634-7 % 8 
14-14%, 19-1914 20% 


CALF (Men’s HM) 

CALF (Women’s) 

CALF SUEDE 

KID (Black Glazed) 

KID SUEDE 

PATENT (Extreme) 
SHEEP (Russet Linings) 
KIPS (Combination) 
EXTREMES (Combination) 
WORK ELK (Corrected) 
SOLE (Light Bends) 
BELLIES 

SHOULDERS (Dble. Rgh.) 
SPLITS (Lt. Suede) 
SPLITS (Finished Linings) 
SPLITS (Gussets) 14-16 
WELTING (% x %) 7-2 7% 
LIGHT NATIVE COWS 15, 


You will save 35% cementing time. 
Schaefer Cementers completely and 
uniformly latex die-cut pieces of 
leather, cloth, faille, leatherette, fibre 
and paper. 

ASK FOR 10 DAY FREE TRIAL OFFER 


SCHAEFER MACHINE COMPANY, INC. 


69 Carbon Street, Bridgeport, Connecticut 


‘ F . . Tel,: Bridgeport 68-2250; New York € 
All prices quoted are the range on best selection of standard tannages using quality sch stl rh wew thea. < 


rawstock, LExington 2-2010; Boston ARlington 5-8096 


AGENTS IN PRINOIPAL CITIES 
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$1.00 with some lists 2-3¢ more. 
Heavier weights move more easily. 
Lighter weights not so active. Ani- 
line $1.05, heading up. 

Women’s weights held around 95c 
and down for smaller skins, 90c and 
below for regular size. Here again, 
some tanners ask a few cents more. 
Suede still slow. 


Sheep tanners still waiting fo: 
new business. Rawstock situation 
unchanged here and outside of the 
garment field, sheep tanners find far 
from enough interest in their leath- 
ers. The hope is events at PPSSA 
will start the ball rolling. 

Boot linings 25c and below with 
best business here. Shoe linings 
slower at 23c and below. Interest, 
if any, well below this. Colored veg- 
etable linings bring 25c and down, 
chrome linings 28c and below. 


Sides strengthen. Continuing 
advances on hide market give side 
leather tanners backing in their bids 
to raise finished leather lists. Last 
week a few tanners announced in- 
creases. This week, the boosts are 
general, amounting to 2-3c at many 
levels. 


Heavy combination kips strong at 





Since 1888 


Spe cialty Leathers 
Side Horse 


Well known Tannage $ 


KLENZETTE 
ANILETTE 
ROSS-ETTE 


and the popular 


A H Ro ‘ & Son (0 


Chicago 272, Ihine 


T 
A 
N 
E 
R 


50c with some tanners asking up to 
52-53c here. Same -holds true with 
extremes at 4&c. Large leather holds 
at Me and below. 

Chrome tanned kips generally 
bring up to 48c for best heavies. Ex- 
tremes 45c with up to 47c heard. 
Large leather brings 42c and below 
for the heavicr leathers. 


Splits demand improves, Tan- 
ners, discouraged by snail’s pace of 
bookings last week, report better in- 
terest this week. Sales still far from 
hoped-for volume but results of St. 
Louis and Popular Show should have 
effect shortly. 

Meantime, finished linings 
stronger, listed at 2le but hard to 
sell here. About 20c is better range 
today. Suede linings still draggy at 
2le and below; non-slips do best at 
l6c. 

Heavy suede not too good as yet 
at 44e for top grades. Lighter weights 
36c and below. 

Sole splits hold at last week’s levels. 
Top levels still 28-26-24c for 4-5 
ounces, 32-30-28c for 5-6 ounces, and 
10-38-36c for 6-7 ounces. 


Work gloves encouraged. A 
little more interest by certain outlets 
this week. Leading tanners now hold- 
ing very closely to their lists and, in 
view of the advances in prices of raw 
material, refusing business at any 
less. Higher replacement costs pre- 
vent price cutting as profit margins 
would be eliminated. 

LM weight work glove splits firmly 
held at 14c for No. 1 grade, 13c for 
No. 2 grade, and 12c for No. 3 grade. 
Prices of M weight are unchanged, 
No. 1 grade at 15c, No. 2 grade at 
l4c and No. 3 grade at 13c. 


Garment leathers hold. De- 
mand has not been very brisk, some 
buyers showing interest only in bar- 
gains while others have made small 
purchases from time to time in order 
to cover immediate or nearby require- 
ments. 

Sheepskin garment leathers still 
quoted at 31-33c¢ and down for suede 
and 34-36c and down for grain fin- 
ish. Some recent business reported at 
concessions from these prices by a 
cent or 80, 

Producers of horsehide garment 
leather, however, holding rather 
closely to lists of 36-38 and down 
and some say it is difficult to buy 
better tannages for less, The advance 
in price of big packer light native 
cows has tended to firm up tanners’ 
ideas of value on cowhide garment 
leather bringing 30-32c. 
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Bag, case and strap holds, Buy- 
ers make occasional purchases to re- 
place depleted stocks of leather on 
hand. Some activity at the manufac- 
turing level and producers of fin- 
ished product hope improved retail 
sales to the buying public will he 
reflected in larger orders. 

Case leather considered firm, 2-214 
ounce at 41-42c, 3-31 ounce at 43- 
4Ac. Grade A russet strap leather 
ranges 50-5le for 4/5 ounce, 52-53c 
for 5/6 ounce, 54-55¢ for 6/7 
ounce, 506-57c for 7/8 ounce. 
58-59c for 8/9 ounce, 61-62c for 
9/10 ounce and 64-65c¢ for 10/11 
ounce. B Grade is still 2c less and 
C Grade 4c under the quoted levels 
listed above. 

Colors bring 3c over russet and a 
premium of 2c charged for glazed 
finish. 


Glove leathers dull with very 
few hopeful signs on the horizon. 
Fine goods particularly hard hit. 
Manufacturers report an almost com- 
plete lack of fall orders. 

Some scattered business in pig- 
skins. Here the emphasis is on price. 
Top grades neglected. Prices quoted 
are $1.00, 80c, 600c, 50c, 35 and 22c. 
Black Hairs, 85c, 70c, 55ce, 45c, 35c 
and 22c. The two low grades are the 
most popular. 

Some price cutting reported on 
grey suedes. One dealer is offering 
a good table run at 33c. Prices gen- 
erally holding up well on other lines. 


Kid leather slack. Tanners find 
business continues to be slow and 
they are not too pleased about the 
current situation. Signs of an in- 
crease seem to have died down and 
orders are not coming in in any 
quantity. 

Black suede moving to some de- 
gree, but has shown no increase as 
had been expected. Nothing much 
in the glazed kids. A few tanners 
who had a very active crushed sea- 
son a few months ago are still selling 
a little black and some white. Lin- 
ings move to some degree. Neither 
slipper leathers nor satin mats seem 
to be in any demand at all. 

No price changes quoted. Raw- 
skins still considered unsatisfactory. 


Average Kid Leather Prices 
Suede 32c-90c¢ 

Slipper 25c-60c 

Linings 25c-55e 

Crushed 35e-75c 

Glazed 25c-$1.00 

Satin Mats 69c-98c 


Belting leather better. Phila- 
delphia tanners say that business ap- 
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pears to be just a little better than 
last week. Curriers also say that 
activity seems to have increased. 

Surprisingly, the orders are not 
through the mail. These continue to 
be slow. Tanners receiving phone 
calls for “hurry up last minute or- 
ders.” Apparently customers are try- 
ing to get along on what they have 
and only order what they need when 
they need it. 

Curriers only buying replacements 
and they have had to do some buy- 
ing as their stocks were depleted. 
This reflects back on rough leather 
sales. 

Although hide prices have shown 
variations both rough belting and 
curried belting prices are still un- 
changed. Curried leathers particu- 
larly have been the same for the long- 
est period many can recall, but most 
tanners consider this a good sign, 
PRICES 

No. 3 
1.16-1.27 


1 
1.41-1.45 
1.39-1.53 
1 
1 


AVERAGE CURRIED LEATHER 


Curried Belting Best Selec. No, 2 
Butt Bends 1.25-1.35 1.23-1.31 
Centers 12” 53-1.64 1.43-1.55 
Centers 24”-28” 51-1.58 1.41-1.52 
1 1 1.35-1.43 
1 1 1.12-1.14 
1 


Centers 30” 52 1.37-1.47 
Wide Sides 1 25 18-1.21 
Narrow Sides 1.17 11-1.13 1.05-1.07 
Premiums to be added: Ex Light plus 5c-10c; 
Light plus 7c; Heavy minus 5e-10c; Ex Heavy 


minus 5e¢ 


Tanning Materials 


Raw Tanning Materials 


48% basis shp't, bag $72.00 
‘‘Fair Average’’ $98.00 
**‘Merchantable’’ $94.00 

$118.00 

$115 00 
$42.00 
$46.50 
$48 00 
$62.50 
$49.00 
$64.00 
$53.00 
$59.00 
$70.00 


Divi Divi, Dom., 
Wattle Bark, ton 


Sumac, 28% leaf 
Ground 
Myrobalans, J. 1's 
Sorted 
Genuines 
Crushed 42-44% 
Valonia Cups, 30-32% guaranteed 
Valonia Beards, 40-42% guaranteed 
Mangrove Bark, Ecuadorian 
Colombian 
38% E. African 


Bombay 


Mangrove Bark 
Mangrove Bark 


Tenning Extracts* 


Chestnut Extract 
25% tannin), 
Tank cars 
Barrels, c.! 
Barrels, |.c.! 

Chestnut Extract, Powdered (basis 
60% tannin), f.0.b. plant 
Bags, ¢.l. .. ‘ 

Bags, |.c.1 ‘ 
Cutch, solid Borneo 
Hemlock Extract, 25% 

f.o b. works ; 

bbis. c.l. 

Oak bark extract, 25% 
bbis. 6%-6%, tks 

Quebracho Extract: 
Solid, ord., basis 63% tannin, c.! 11 31/64 
Solid clar., basis 64% tannin, c.! 12 3/16 

Wattle extract, solid, ¢.1., East African 

60% tannin ; ; 10 

Wattle extract, solid, ¢.1., South African 

60% tannin ee 10 

Powdered super spruce, bags, c.! 

65%; Lel. . . 

Spruce extract, tks., f.o.b. wks 

Myrobalan extract, solid, 55% 

Myrobalan extract, powdered, 
nin oh 

Valonia extract, powdered, 63% 

Quebracho Extract, Powdered 
spray dried, 76-78% tannin 

Wattle Extract, Powdered, Swedish, 
73% tannin ‘ 

Powdered Spruce, spray dried, Swedish 


Liquid (basis 
f.o.b. plant 


11.28 
12.00 
tannin 08% 
tannin, tk 


55% 
0625 
06% 


tannin, Ib 
06% 


tannin 
60% tan- 


tannin 
Swedish 
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Swedish 
Swedish 
Swedish, 


Powdered 68-70% 
solid, 60-62% 
powdered, 64-66% 
solid, 54-56% 

Swedish spray- 


Myrobalan, 
Oakwood, 
Oakwood, 
Larehbark, Swedish, 
Larehbark, powdered 
dried, 58-60% 


Tanners’ Oils 


Cod Oil, Nfid 

Cod sulphonated, 
ture 

Cod, 


loose basis, gal 90 
pure 25% mois- 
13 


sulphonated, 25% added mineral 


ll% 
Cod, 


sulphonated, 50% added mineral 


11 
1 C.P. drs. 1.c.1 


76 oF 
19% 


Minn 


Castor oil, No 

Sulphonated castor oil, 

Linseed oil, tks., f.o.b 
drums 

Neatsfoot, 20° C.T 


Neatsfoot, 30° C.T 
Neatsfoot, prime 
Le.l. fob Chicago 
Neatsfoot, sulphonated, 75% 
Olive, denatured, drs. gai 
Waterless Moellon 
Artificial Moellon, 25% 
Chamois Moellon, 25% 
Common degras 
Neutral degras 
Sulphonated Tallow, 75% 
Sulphonated Tallow, 50 
Sponging compound 
Split OU 
Sulphonated sperm 
Petroleum Oils, 200 
f.o.b 
Petroleum 
f.o.b 
Petroleum 
f.o.b 


drums, ¢ 


moisture 
moisture 


moisture 


On 
au e 


seconds vis¢ tks 
Olls, 150 seconds visc., tks 


Oils, 100 seconds visc., tks 


*Imported Extracts are plus duty 








ARR 
ALF 


CARR LEATHER CO. 


PEABODY, MASS.,U.S.A. 
Calf Leathen Specialists. 











| . 4 Xs y . 
Fashions Finest Calf 

For beauty of grain and tannage, for 
uniformity of color and finish, for economy 
in cutting, and for Distinctive character, 
CARR leathers (smooth, suedes, and re 
verse grains) are fashion firsts with the 
most discriminating. 


CARR LEATHER CO. 


TANNERY SALES OFFICE 
PEABODY, MASS. 183 ESSEX ST., BOSTON 
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Mexican 


SALES OFFICES IN PRINCIPAL CITIES 


RECTED GRAIN CORRECTED GRAIN 
ELK SIDES 


" mftoe 
PRINTS TIPPING 


Flerble Splits 











BLACKHA 


2171 S. FIRST ST. 


WK TANNERS 


MILWAUKEE 7. WISCONSIN 
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HIDES AND SKINS MARKET REPORT 


Heavy Export Sales Keep 
Hide Prices On Upgrade 


Domestic Purchases Somewhat Better But 
Tanners Still Resist Stronger Levels 


Big packer hides rise. A com- 
bination of dealertrader buying, ex- 
port demand and some tanner inter- 
est created stronger undertone. Trad- 
ing opened with prices registering 
a full cent advance over the levels 
paid a week earlier. 

First business in heavy native cows 
at 13e for river points and 13% for 
northerns such as Chicago and St. 
Paul, Later, trading developed in 
light native cows at 15'%c. Northern 
branded cows sold at 12'%c and a few 
Denvers included at 12¢ while lighter 
average from a southwestern point 
(Wichita) brought 1c. 





wut 

© SPRUCE EXTRACT 
wut 

© POWDERED SUPER SPRUCE 
wut 


© LACTANX 
WUT 


ROBESON 
PROCESS COMPANY 
GENERAL OFFICES 


500 Fifth Avenue 
New York 36, N. Y. 


OPERATING PLANT AT 
Erie, Pa. 








THE only suc- 
cessful press | 
that prepares | 
Sole Leather 
for drum Sole | 
Leather tan-| 
ning, extract. | 
WRINGER ing and oiling. 
Also prepares both bark and chrome | 
tanned sides and whole hides for | 
the skiving and splitting machine. | 


| 
| 


Quirin Leather Press Co. | 


Olean, New York 





= = 


24 


Heavy native steers moved at 12c 
for river points and 12%e for north- 
erns. Some trading in extreme light 
native steers from northern points 
such as Chicago, Albert Lea and St. 
Paul at 18. 

Sole leather tanners not very eager 
to reach for supplies and some hag- 
gling over prices on heavy branded 
steers. Bids a half cent up reported 
at midweek for butt branded steers 
alone or lle while best price firmly 
bid on Colorados was 10c. Packers 
inclined to try for le advance. 

A few Chicago and River bulls 
offered at 11 %ec for native and LO'Me 
for branded. While production by the 
larger packers has been small and 
offerings limited, interest from bull 
buyers tended to lag and best bid 
reported on the Chicago production 
at lle for native and 10c for branded. 

Independents up. A large Min- 


nesota packer sold 800 Austin light 
native steers at 1544c and 900 ex- 


treme light native steers at 18c. Pre- 
viously, one of the outside packers 
had sold 1,000 March forward ex- 
treme light native steers at 17c. 

New York packer sold a car of na- 
tive steers at 12'c. Late in the pre- 
ceding week, another packer sold 
about 800 late March-April branded 
steers and cows out of New England 
at 10'%c for butts, 10c for Colorados 
and lle for branded cows. The same 
packer also sold 1,100 Nashville April 
heavy hides at 12c for native steers 
and 12'%c for native cows. 


Small packers strengthen. 
However, many tanners put up con- 
siderable resistance to higher prices 
with the result that trading was slow 
and advances paid only on better 
quality material, usually from advan- 
tageous freight points. 

Some small packer hides from east- 
ern Ohio averaging 50-52 lbs. sold at 
L1'%c selected fob shipping point fol- 
lowing business from midwestern 
points at lle. Lighter hides averaging 
around 48 lbs. thought to be worth 
12c but asking prices up to 15e on 
4A-45 |b. avg. hides considered out of 
line. Southwestern 40-42 lb. avg. 
hides were moved at 13'c and some 
Texas small packers of similar aver- 
age brought up to 14c flat fob ship- 
ping points. 

Meanwhile, quiet sales of heavy 
smali packer hides averaging in the 
neighborhood of 60 lbs. or slightly 
heavier reported at various prices 





HIDE FUTURES 





Close 

April 29 
July 16.13B 
October 16.80T 
January 17.20B 
April 17.50B 
July 17.75B 
October 17.95B 


Total Sales: 


High Low Net 
for Week for Week Change 
16.15 15.61 +52 
16.80 16.25 +55 
17.24 16.70 +45 
17.50 17.22 +50 
17.35 17.25 +50 
17.90 17.60 +60 


Close 
April 22 
15.61B 
16.25B 
16.75T 
17.00B 
17.25B 
17.35N 
406 Lots 








HIDE AND SKIN 


Present 


Heavy native steers 12 -12% 
Light native steers 15-15% 
Ex. light native steers 1742-18 
Heavy native cows 13-13% 
Light native cows 151 
Heavy Texas steers 11N 
Butt branded steers 11B 
Light Texas steers 13N 
Ex. light Texas steers 144.N 
Colorado steers 10 -10Y4,N 
Branded cows 121-13 
Native Bulls 

Branded Bulls 

Packer calfskins 

Packer kipskins 


QUOTATIONS 


Week Ago Month Ago 

11 -11% 10-101, 

14-14% 14 -14.N 

16-17 16 -1642N 

12. -12% 11'%-12 

14'%-15 13-14 
10% 9% 15 
10% 9, 14), 
12 12N 16'% 
13% 1314N 20-21 
10 14 

11%-12 , 161-17 

10'%-11N 12% 

9'4-10N 11% 

3714-42 374%4-42"% 45 -55 

25 +26 2542-262 31 -40 


NOTE Price ceilings have now been completely ended by the government. All 
remaining goods and services have been removed from price controls. All regulations 
winding up controls require that applicable records be held until April 30, 1955. 
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ranging up to 10c selected fob ship- 
ping points, some going for export. 
Sale of one car of choice small packer 
bulls averaging 85 lbs. which brought 
&%4¢ fob shipping point, 

Country hides moving up slowly 
along with the uptrend in other mar- 
kets. Mixed lots of allweights averag- 
ing 50-52 Ibs. including renderers 
moved first at 8¥c and then up to 
9% flat trimmed fob shipping points 
and some lighter mixed hides aver- 
aging 48 lbs. even brought 91. 
Straight locker-butcher hides averag- 
ing around 50 lbs. ranged 914-10c 
flat tr’d. fob. 

In carlots, glue hides ranged 7- 
7c while country bulls held around 
6c fob shipping points. 

Calf and kip gain. One big 
packer confirmed selling 6,000 St. 
Paul heavy calf at 45c, registering a 
gain of 2'44c over previous trading 
basis. Packers reported declining bids 
of 40c for Wisconsin and 37'%e for 
St. Louis all weights and slow to put 
out offerings of such skins. 

A big packer reported selling 1,500 
Omaha overweights at 27c. Previous 
trading at 26c for Chicago-St. Paul 
kip, 25c for St. Louis kip and 23c for 
Ft. Worth overweights, 

Packer regular slunks last sold 

85 but packers claim they are still 
sold ahead and not disposed to make 
new offerings. Large hairless slunks 
selling steady from week to week at 
oc. 

Awaiting sales, small packer skins 


in carload lots quoted nominally 28- 


30c for allweight calf and 16-18e for 
kip. Country skins range 20-22c for 
calf and 12-13c for kip in carlots. 


Horsehides firmer. — Limited 
available supplies of better quality 
northern slaughterer productions do 
not afford buyers much chance of 
obtaining supplies for less money and 
sellers usually maintain firm ideas. 
untrimmed good quality 
horsehides have been sold in the range 
of $10.50-11.00 and trimmed lots at 
$9.50-10.00 fob shipping points. Fur- 
ther lots could be sold at these levels 
but less desirable quality productions 
woud have to be discounted. 


Some 


Some movement of cut stock at 
firm prices. Good northern fronts are 
firmer at $6.50-6.75 and butts, 22 
inches and up, range $4.00-4.25. 


Sheep pelts mixed. Shearling 
prices tended to ease somewhat due 
to more liberal supplies which reflect 
usual seasonal increase in production. 

Big packer midwesterns were sold 
slightly lower or at $1.60 for No. L's 
and at steady price of $1.25 for No. 
2’s but the No. 
80-90¢ as to sellers. Clips, in season- 
ally small production, firmly held 
around $2.75. 


3’s eased on sales at 


Some California spring lamb pelts 
sold again at $3.00 per cwt. liveweight 
basis by large packers, believed going 
to mouton fur tanners. Texas spring 
lamb pelts bringing around $2.50. 
Midwestern April wool pelts ranged 
$5.00-5.25 with sales of May produc- 


tions by some packers expected next 
week. Dry pelts remained around 27- 
28 nominal. 

Pickled skins still had a soft under 
tone, ranging $9.25-9.50 per dozen. 

Dry sheepskins firm. Shippers 
report relatively small available sup- 
plies due to skins moving all the time 
at prices in line with their ideas of 
value, 

At last Sydney 
auctions, market remained very firm 
as based on last sales with 68,000 
skins offered. No « hange in the South 
American situation. 

Hair sheepskin markets firm but 
generally quiet as buyers here are 
unwilling to meet some of 


wool sheepskin 


unable o1 
the asking prices. 
relatively small available stocks, are 
inclination to reduce 


Shippers, having 


showing no 
asking prices. 

Only late sales Brazil cabrettas 
with “regulars” going for $12.25 
fob. and the “specials” at $15.50 
15.75 fob., as to weights. Some call 
for Nigerians but offerings are lack 
ing and those submitted are cents 
above buyers’ ideas here. No new 
developments in Cape 
salted Sudans, shade dried Mombasas 


or Mochas. 


Shearlings slow with our domesti 


glovers, dry 


market as low as it is. Impossible to 
interest buyers in foreign offerings 
as asking prices usually above out 


market. 


Pickled skins spotty. Whethe: 
due to the recent Easter holidays or a 
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slowing down in buying interest, late 
reported sales of New Zealand lambs 
very small, 

A lot of “Waingawa” lambs sold 
for 70 shilling, “Hellaby” at 75 shil- 
lings, while a spot lot of “Kaiti” 
lambs brought $9.75. A few lots of 
South Island lambs sold at from 68- 
75 shillings, depending upon brands. 
Most of the sheep said to be going 
to Europe at higher prices than can 
be realized here. 

No change in the Iranian pickled 
sheepskin market. 

Domestic market easier as follow- 
ing sales sheep and lambs at $9.50, 
buyers reduced ideas to $9.25 per 
dozen. 


Reptiles draggy. Very few sales 
passing and there seem to be con- 
Hicting reports regards Brazil back 
cut tejus. While some selling quar- 
ters state that if they had offerings, 
business would be possible, some 
large buyers report demand for this 
type of leather is about 50/60 per- 
cent of what it was a year ago. Some 
offerings of 15/60/25 assortment at 
73-76c fob., as to shippers, while the 
market is nominally ranged 70-71- 
72c¢ fob., as to shippers and lots. 

India market is unchanged. Ship- 
pers state that wet salted Agra lizards 


SOLID AN ad Oh, AO) a 


continue to sell to Europe at better 
prices than can be realized here; also 
that buyers are taking belly cuts, 
which is easier on the natives than to 
make up back cut assortment. 

Calcutta bark tanned whips, 4 
inches up, averaging 41 _ inches, 
60/40 assortment, available at 25c 
and no bids forthcoming. Bids of 
35c refused for Madras bark tanned 
whips on spot, 4 inches up, averag- 
ing 4%, inches, 70/30 selection, 
while for shipment, skins available 
at 33c and not taken. 

France buying East African croco- 
diles at $1.25 an inch, basis primes. 
Also, Siam ring lizards at $1.05 failed 
to interest buyers. 


Deerskins limited. Brazil “jacks” 
have a steady call at 58c, basis manu- 
facturers, but very few offerings 
coming through and then usually at 
higher levels. Some sellers state they 
have been moving skins at 52-53c 
fob., basis importers. 

No change as regards New Zea- 
lands, Siam or Honduras skins as 
offerings small and usually at prices 
above the ideas of buyers here. 


Pigskins moving again. Al- 
though demand principally for grey 
peccaries, selling quarters have some 


call for blacks. 


Pat ©} oO) ie es en 2 O1O) ©) 


MELLOW-TAN 


HESTNUT EXTRACT FOR 


ITALIAN ¢ 


i COLOR 


hae 


YIELD OF LEATHER 


Italian Stainless Sumac Crystals 


VaneKxea In, 


SOLE 


9 WWASHINGTON BLVD 


AGENTS 


CHICAGO 6, ILLINOIS 
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Last confirmed trading in Para 
grey peccaries at $1.60 feb. and 
blacks at 90c fob., basis importers. 
Jerua grey peccaries at $2.00-2.05, 
basis manufacturers but as buyers 
only want the greys, and shippers 
want to include blacks, trading has 
been restriced. No recent offerings of 
Manaos peccaries. 

Chaco dry carpinchos rather quiet 
as not too many offerings coming in. 
Recent arrivals applied against pre- 
vious contracts. 


Goatskin Prices 


INDIA & PAKISTAN Today Last Month 
Amritsars (1200 Ibs.) ...$9-9% $9%4-10 
Best Patnas Nom 
Muzaffarpurs Nom $10.00 
Dinajpurs Nom Nom 
Nom Nom 
Calcutta Kills ........... Nom $10% 
Coconadas (1.70/1.80 Ibs.) $9 $9! 
Deccans (1.70/1.80 Ibs.) ..$9' $9! 


CHINAS 

Szechuans, ibs. .......... Nom Nom 
Hankows, ibs. ........... Nom Nom 
Chowechings, dz. Sb seee ee Nom 


MOCHAS 

Berberahs ...............$8.00 $8%-9 
Hodeidahs 5. $5.00 
BED noccccccccececccces Gane $11.00 
Batie types erTriT. $9.75 
Addis-ababas ............ Nom Nom 


AFRICANS 

BE Sec bscvrccccrecscs OR Nom 
Casablancas ees ... Nom Nom 
Marrakesh ...........+.. Nom Nom 
Constantines ............. Nom Nom 
Orans .. ek 0000d0 ee Nom 
Tangiers Nom Nom 
West Province Ex. Lts. .. 48¢ Nom 
Port Elizabeth Ex. Lis. .. 46c Nom 
Nigerians, ibs $1.02-06 $1.02-08 
Mombasas, (dz $94 -10 $9.35-10 


LATIN AMERICANS 

Mexicans 

Matanzas, etc. (fiat) .... Nom Nom 
Oaxacas Nom Nom 


Venezuelans 

Barquisimetos - 39c 39e 
39c 39 

Maracaibos +++eeee Nom Nom 
Nom Nom 


Colombians 
Rio Hache .. oescee Oem Nom 
OD ccbccvevscs Nom Nom 


West Indies 
Jamaicas ... 
Haitians 


Brazils 

SE -Secccceceeeccovces OD £3 
Pernambucos ........+++. 85-88c B5« 
ee Nom Nom 


Argentines 
Cordobas/Santiagos 47 48-50 
Pampas poids ee pasoes eR Nom 


Peruvians 


Ayacuchos ... 
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PEOPLE 


About industry personalities coast to coast 





® Johnnie Walsh, 
president of Camille Designs, Inc., St. 
Louis, has joined Johansen Bros. Shoe 
Co., Inc., also of St. Louis. He will 
help style the firm’s casuals line. Walsh 
was stylist at Town & Country Shoes, 
Inc., until a month ago. 


designer and 


® Robert K. Hogarty has succeeded 
Bernard C. Bowen in the Midwest 
territory of Boot and Shoe Recorder. 
Bowen recently retired after 46 years 
as a member of the Recorder’s sales 
staff. Hogarty was recently with Uni- 
form Printing and Supply Division, 
Chicago, and previously a member of 
the executive staff of the St. Louis 
Cardinals baseball team. He attended 
Harvard Graduate School of Business 
Administration and served in the 


Navy during World War II. 


® Ellis Simon has been appointed vice 
president in charge of manufacturing 
at three Carlisle Shoe Co. plants. 


® John Petrocey has joined Melori 
Shoe Co. of Roxbury, Mass., as super- 
intendent. He was formerly with I. 


Miller & Sons, 


® Louis Livingston is now with B. 
E. Cole Co., Norway, Me., subsidiary 
of Jay Shoe Mfg. Co., Cambridge, 
Mass. 
manager of Lunder Shoe Corp., Dover, 
N. H., for the past 13 years, will be 
in charge of a new division selling 
It will 


| ivingston, who was sales 


: 
women’s low-heeled footwear. 
be sold to chains and independent re- 
tailers. 


® William H. Soutter retired May 
1 as secretary of Swift & Co., Chicago 
packer, after completing one of the 
longest service records in the com- 
pany’s history. He has been with the 
firm for the past 52 years. Soutter 
is the only employe who began work 
with the company when its founder, 
the late Gustavus F. Swift, was still 
active in the business. 


® Leo Reddish has been appointed 
sales agent in the New England terri- 
tory for Vulcan Last Co. He will 
cover both men’s and women’s shoe 
factories in the area. Reddish also 
handles the lines of Boston Fabric Co. 
and Bay State Fabrics Co. 


® Alan Tawse has been named 
superintendent of Beltley Shoe Corp., 
Webster, Mass., afhliate of 


Shoe Corp. He succeeds Morris Karp, 


Desco 
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who resigned recently after 12 years 
with the firm. Tawse was formerly 
superintendent of factories of Town 
& Country Shoes, Inc., and has been 
in the shoe industry for the past 25 


years. 


® Margaret Hayden Rorke, secre 
tary and managing director of the 


Fextile Color Card Ass: ciation, retires 
on May 1 after 30 years with the As 
sociation, Mrs. Rorke is retiring to 
private life and will live in California 
She is succeeded at the Associaticn by 


Miss Estelle M. 


Miss Tennis has been assist 


Tennis, executive 
secretary. 
ant to Mrs. Rorke for several years 


© Murray Planco has res.gned as 


} 


, 
associate sales manager cf Florsheim 


Shoe Co.’s women’s shoe div-sion in 


Chicago. Planco was formerly a styl 
executive with I. Miller & Sons He 


has not revealed his immediate p!ans 


«they STICK / 


eoothoy ELIMINATE 
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NATURA 
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Hap-u-tex SOF 


for TOE LASTING 
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ALL-PURPOSE 


All nap-u-tex 869 
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COMBINING 


HAD-U-TEX LATEX CEMENTS ARE CORRECT FOR... 


~ GREATER BOND STRENGTH 
~ LONGER TACK LIFE 
° FAST ACTION 

~ CONTROLLED VISCOSITY 
* ECONOMY 


SEE YOUR NEAREST REPRESENTATIVE OR WRITE US DIRECT 
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Stylescope 


Finger of Parhion “Jouches the Plattic Heel 


Tre importance of good fashion styling for low heels will be 
re-emphasized this Fall. With mid-heels firmly established as pace-setters 
the "up-styling’’ of low heels should be a natural follow through. Pretty, 
well-designed flats with a new look can be highly promotable this Fall 
and will appeal not only to the young school miss but also to the career 
girl and the busy housewife. These six designs by Ben Berk prove that 
fashion can be based on a low heel. 


1) Pert wedge flat trimmed with stripping 
under slashed half circles. Jet studs orna- 
ment center of each circle. 


2) Fashion flattery in this dress flat. Off- 
sided throatline emphasized by contrasting 
stripping between leaf-like cutouts. 


3) Refreshing treatment of low-heeled pump 
with its broken topline brought out by un- 
usual stripping effect. 


4) Jaunty dress T-strap in black suede 
bejeweled with black rimmed rhinestones. 


LEATHER and SHOES 


5) Chic interlaced flattie pump with center 
string bow. Port-hole cutout on outside only. 


6) New look in this closed toe shell one 
strap with open back. Inside quarter rounded 
off, outside quarter peaked. 
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News Quicks 


About industry happenings coast to coast 





California 


® Baronet Shoe Corp., 407 East 
Pico Blvd., Los Angeles, has been 
organized for manufacture of women’s 
dressy footwear to retail at $14.95 
and $16.95. Mike Bochm is president 
of the new concern. 


Brockton in Building 3 of Geo. E. 
Keith Company, Campello. The firm 
has hired some 35 employes and is 
already shipping footwear. 


e Assignee’s szle of assets of Samuel 
Cohen Shoe Company, 179 Lincoln 


Street, Boston, realized some $3,809. 


of floor space and will increase its 
production from 50 to 80 cases daily. 


® R. Murphy Company, Ayer, has 
introduced a new line of linoleum and 
shoe knives with “color-coded” handles 


for easy identification 


° George Allen has been appointed 
assistant superintendent of French, 
Shriner & Urner Mfg. Co., Boston 
men’s shoe manufacturer 


Missouri 


® Samuels Shoe Company is plan 


Georgia 
® Chatham Shoe Company, Savan- 


nah, will act as warehouse distributor 
for the Hussco Shoe Company of 
Pennsylvania in Georgia, South Caro- 
lina and Northern Florida territories. 


Maine 
®@ MacDonald Shoe Company, Inc., 


maker of moccasins, has been incor- 
porated in Skowhegan. 


Massachusetts 


® Tye Shoe Company, Haverhill, 
manufacturer of cemented pumps and 
sandals, has added 14,000 square feet 


® Tanners Shoe Company, direct 
mail shoe firm, is now located in 


® Advance Sales, Inc., has been ap 
pointed representative for the western of July. 
territory by Windram Manufactur- 
ing Company, Boston, 


® Rambler Leather Company, 
Oakland Street, Amesbury, will begin 
processing domestic and New Zealand 
sheepskin for shoe and handbag indus- 
tries sometime next month. The firm 
is operated as partnership by Francis 
Rambler and Manuel Silver. 


ning to move into its new iddition to 
branch factory at 5001 Pattison 
Avenue, St. Louis, about the middk 
Che ce mpany v ill mcrease 
its production by some 1,000 pairs 


daily. 


New Hampshire 


@ One of the attractions at the r 
cent “New Hampshire on Parade’ 
exposition in Manchester was an ex 
hibit representing Evangeline Shoe 
Company. 


® New Hampshire shoe manufac- 
turers are interested in possible legis 
lation which would require communi 


ties to assess property at )0 percent ot 














REACH 
the Right People! 


. .. those who are most likely to need what you 
have to sell, 

® You can do it—very easily too!—with a 
one inch single column “Want Ad” — for 
$2.50 a week—certainly not an obstacle to 
keep you from utilizing this valuable 
resource! ... in the magazine voted first 





choice by shoe and leather manufacturers 
through nation-wide polls. 
® Use L&S “Want Ads” to attract the 
attention of practically all those you want to 
reach. It’s the easiest and most effective way. 
® Mail your “Want Ad” in — now — to: 


LEATHER and SHOES 
300 W. Adams St. 
CHICAGO 6, ILL. 
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eeogone north 
for the summer 


... but when winter comes 

dry air will return to cause 

trouble in your plant. Will you 
be ready for it with adequate 
humidification? 


Now is the time for decision. Next 
winter will be too late to conven- 
iently install dependable, low cost, 
automatic Armstrong steam humidifiers. 
They are guaranteed to satisfy. 
You can’t lose by taking a look— | Colle 


send for FREE Bulletin No. 1775 
for complete information. 


ARMSTRONG MACHINE WORKS  E- 
879 Maple $1., Three Rivers, Michigan =| & tee 


ARMSTRONG STEAM HUMIDIFIERS 
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Mew for 


genuine shell cordovan — “the platinum of 
leathers’”” — for shoes, men’s belts, military 
belts and holsters, and shark print cordovan 
for tips on children’s shoes. 


Tu Huch Leather Co. 


1525 W.HOMER STREET* CHICAGO 22, ILLINOIS 


KAYE & BARNES, INO. @ 95 South Street, Boston FRED SOCOHENKENBERG @ Dallas, Texas 
A. 4. & 4, BR. COOK, INC. @ 108 Angeles and San Francisco HARRY BLOCH @ Havana, Cuba 
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Better than you ever thought they could be made. 
Try them and be Convinced! 


Knox Marker Machines and 
Dies in the Southern, Midwest 
and Western Territories. 
And as always the finest 
Walker, Clicker, Mallet 
Handle, Freeman Model N 
and all other types of 
Cut-Out, Perforation and 
Marker Dies. 


INDEPENDENT DIE AND SUPPLY CO. 
La Salle near Jeflerson, St. Louis 4, Mo., Phone: Grand 2143 


Associate 
i oe ae ee ee Mapleside Place, Red Lion, Pa 


KORN LEATHER COMPANY 


TANNERS OF 


& 
8 a “2 PURPOSE 


MEN'S AND WOMEN'S - 
IN THE POPULAR PRICED RANGE 
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its market value. Since property valua- 
tions have a bearing on controversial 
stock-in-trade tax, manufacturers and 
merchants who are affected by inven 
tory levy are watching this new 
development. 


New Jersey 
® Nopco Chemical Company, 


Harrison, reports for quarter ending 
March 31, 1954, net sales of $5,172,- 
681 as compared with $4,949,663 in 
similar period in 1953. Net income 
for first quarter in 1954 was $297,434 
while in 1953 it was $227,495. 


© Recent fire caused considerable 
water and smoke damage to stock of 
two companies occupying space in 
R. Neuman Leather Company’s 
factory building, 321 Newark Street, 
Hoboken. 


New York 


® Kaufman & Falk, Inc., New 
York City tanner, is reported in 
process of liquidating its business and 
retiring as of this week. 


® Shoe Corp. of America is opti- 
mistic about business for 1954 due to 
last year’s increase in outlets from 485 
to §11 and the country’s growing 
population. The company sells shoes 
in the popular price line to entire 
family. 


® United States Raw Skins Tan- 
ners, Inc., 7-9 West 30th Street, New 
York City, recently introduced its 
new “Safari Calf” featuring a glove 
tannage. 


® Horowitz Supply Company, 
Inc., dealer in shoe manufacturers 
supplies, has moved to 99 Gold Street, 
New York City. 


@ M. Lauer Inc., Brooklyn, manu 
facturer of women’s shoes, is planning 
to move to 3203 Queens Blvd., Long 
Island City. 


® E. P. Reed & Company, Roch- 
ester, and United Shoe Workers of 
America, have agreed upon a new 
two-year contract containing a clause 
which permits wage negotiations at 
end of one year and cost of living 
index increase. 


® Annual industry dinner of the 
Shoe and Allied Trades Division of 
the United Jewish Appeal of 
Greater New York will be held 
Thursday, June 17, at Hotel Roose 
velt, New York City. 
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® Lazar Backing Company, 
backers and combiners, has re-located 
its plant operations at 2 Joralemon 
Street, Brooklyn. 


® William J. DeWitt, Jr., has been 
elected assistant secretary-treasurer of 
Shoe Form Co., Inc., Auburn. He 
suc ceeds his brother, Harold Ss who is 
no longer associated with the business. 


North Carolina 


® The Carolina Shoe Travelers 
will hold one of its two showings of 
fall and winter shoes on June 27-28 
at Cherry Hotel, Wilson. Some 50 
jobbers will exhibit merchandise at 


t he show ° 


Ohio 


® Potter Shoe Company, Cincin- 
, 

nati, is planning to open a shoe store 

in September in Western Hills Plaza. 


Pennsylvania 


@ Consent judgment has been entered 
enjoining Herbert M. Grossman, 
Joseph Brown and Lionel Klausman, 
proprietors of Jacqueline Slipper 
Company, Philadelphia, from using 
the name “Jacqueline” or other imita- 
tion or simulation of trademark owned 


by Wohl Shoe Company. 


® Bell Luggage Corp., Philadelphia, 
has incorporated recently under Penn- 
sylvania laws. 





American Hide Loss 


American Hide and Leather Co. 
of Boston reports a net loss of $536.- 
734.11 on operations for the first 
nine months of the fiscal period 
ended March 31. 

This compares with a profit of 
$511,524.53 for the corresponding 
period a year ago. 

No action was taken on declaration 
of a preferred dividend. 


NLRB Orders Election 


The National Labor Relations 
Board has ordered an election by 
May 9 of production and mainte- 
nance employes, of the Southern 
Shoe Machinery Corp., Nashville, 
Tenn. 

Employes will vote for or against 
heing represented in collective bar- 
gaining by the International Associa- 


tion of Machinists, AFL. 
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“WEATHERSTRIPS” 
YOUR 
SHOES 


BARBOUR WELTING COMPANY 


BROCKTON 68, MASSACHUSETTS 











CUSTOM MADE FOR YOUR 
EVERY NEED.../ust Name it 


Strippings of every type in either 
leather or fabric, plain and in 
colors, to your exact specifications, is 
our specialty. You can depend on 
‘Yy : GAYWOOD quality and delivery. 
, (a WRITE FOR SAMPLES AND PRICES 
REPRESENTATIVES GAYWOOD 
H. A. Cohen, San Francisco 4. P. MeCrath & Son, Rochester, N.Y. 
Harold Mayr & Associates, Milwaukee P.C. Fernandez & Co. Lid., Havana, Cuba 
Allred G. Schwab, Cincinnati Vogel Helmhoiz, Baltimore MANUFACTURING COMPANY 


Agents in Many Foreign Countries 1906 PINE ST 57. LOUIS 3, MO 
SERVING AMERICA’S LARGEST SHOE INDUSTRIES 906 ST. ° 57. , , 

















ORMOND _ Brazilian Leathers 


Steel or Brass Base 


Gracetul lines Smooth metal work Ask 
Fine finishe Formed tongues Uy, 


Gin \ Schlossinger & Cia. Ltda. 


Nickel « Gunmetal « Colors 


R | Caixa Postal 917 
mplet Ormond . Sao Paulo, Brazil 
. ; y 
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Canadian Notes 


© Latest nationwide survey of Can- 
ada’s boot and shoe manufacturers, 
except rubber footwear makers, re 
veals 19,468 employes engaged in 
such operations on Feb. 1 this year 
and their average weekly salaries and 
wages advanced to $40.45 on this 
date as compared with $36.31 on Jan. 
l, though below the $40.67 average 
on same date last year, 

The average hourly earnings of such 
workers dropped slightly to 94.3¢ on 
Feb. 1 against 94.9c on Jan. 1 but 
still above the 90.7¢ on Feb. 1 last 
year. There were 13,558 wage-earners 
in this industry on Feb. 1 this year 
and their average weekly wages jumped 
to $37.81 on Feb, 1 against $32.65 on 
Jan. 1 but below the $38.37 on Feb. 
1 last year. The average hours of 





work per week was 40.1 on Feb, 1 
against 34.4 on Jan. 1 and 42.3 on 
Feb. 1 a year ago. 


There was apparently an upswing in 
employment in the footwear industry 
since employment rose to 93,8 on 
Feb. 1 against 91.8 on Jan, 1 but this 


was still far below the 101.7 on Feb. 1 
last year, based on 1949 being 100. 
Moreover, of the 19,468 employes on 
Feb. 1, men totalled 10,602 and 
women 8,866 or 54.5% men and 
45.5% women, whereas a year ago on 
this date men comprised 54.7% and 
women 45.3%. 


® The Canadian Government- 
sponsored Canadian International 
Trade Fair, to be held in Toronto 
May 31 to June 11 this year, will 
feature leather and footwear exhibits 
by Canadian and foreign companies. 

An Austrian firm is bringing hand- 
made shoes for men and women; 
fellow Austrians will be showing other 
leather products. A number of 
Belgian firms are featuring leather 
products. A Newfoundland company, 
which is returning to the Fair for a 
second straight year, is showing its 
line of rubber footwear and foam rub- 
ber products. 

Among the exhibitors so far are 
Superior Rubber Co., Ltd., Holyrood, 
Newfoundland, foam rubber prod- 
ucts, rubber footwear, etc.; Johann 
Austria, leather 
products; Vienna, Austria, 
hand-made shoes; Huszarek, Vienna, 


Froelich, Vienna, 


Gross, 





FYELETS 





THE BEST IN EYELETS AND 
EYELET SETTING MACHINES 








ATLAS TACK CORP. 


FAIRHAVEN, MASS. 








SOFT - COLORFUL + FINEST FULL GRAIN 


GLUV TANNAGE SIDES 


CHROME SPLITS 


PIGMENT FINISHED FOR UPPERS 


Ambor Leather Co. 
139 South Street 
Boston 11, Mass. 





AGENTS: 
Kesson Leather Co. 


150 Nassau St., Rm. 738 
New York, N. Y. 


W. M. Henson 
2708 Lyndhurst Road 
St. Louls 21, Mo. 
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Austria, leather products; Franz 
Schulz, Vienna, Austria, leather prod- 
ucts; De Potter, Brussels, Belgian, 
leather products; Herbert A. Werner, 
Frankfurt -'Main, Germany, leather 
products. 


®@ Despite the Canadian Government's 
action in repealing the excise tax 
on leather goods, retailers are re- 
portedly in possession of such large 
stocks of such goods at present that 
it is believed it may ‘be some months 
yet before the full benefit of these 
cuts may be felt. However, the re- 
duction is expected to stimulate con- 
siderably tannery production in Can- 
ada in the months ahead. 


® Sales of shoes in retail stores across 
Canada fell 0.8% during Feb. com- 
pared with the same month last year 
and dropped 7.5% against the preced- 
ing month, with such sales declining 
3.2% in dollar volume during the first 
two months of 1954 against the same 
period of 1953, totaling $13,360,000. 

Retail shoe sales in Feb. compared 
with the same month last year rose 
13% in Atlantic Provinces, 11.4% 
Alberta, 3.2% Manitoba, and 0.2% 
Quebec, with losses including 3.9% 
in Ontario and 12.2% in British Co- 
lumbia. Compared with the preceding 
month, shoe sales in Feb. rose 18% in 
Quebec and 8% in Atlantic Provinces, 
with losses including 18.7% in On- 
Manitoba, 13.6% Al- 
British Columbia. 


tario, 23.6% 
berta, and 27.2% 

In the first two months of 1954, 
shoe sales advanced 2.4% in the At- 
lantic Provinces and 1.5% in Alberta, 
with losses including 2.3% in Quebec, 
4.4% Ontario, and 7.4% British 
Columbia. 





Fleischer Pact Holds 


Employes of the Fleischer Shoe 
Co. in Manchester, N. H., who have 
been working under last year’s con- 
tract, which expired March 30, have 
voted to continue negotiations with 
management for a new pact. 

George Fecteau, territorial repre- 
sentative of the United Shoe Workers 
of America, CIO, with which the 
Fleischer employes are affiliated, 
heads the union negotiating com- 
mittee. 

Fecteau said an agreement had 
been reached on many points, but 
that the union members wanted to 
continue talks on several minor issues 
before authorizing the negotiators to 
sign a new contract. 
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CLASSIFIED ADVERTISING 











Wanted and For Sale 





Agents Wanted 


AGENTS WANTED—-Sell a full line of Plastic 
ind Resin Finishes for Leather; also lacquers 
thinners, vinyl finishes, and speciality items 
Commission basis Protected territory Open 

Midwest New England Address D-13 
c/o Leather and Shoes, 20 Vesey St., New 


York 7 


Randall Press Wanted 


ONE (1) OR TWO (2) RANDALL 


WANTED 
PRESS. ADVISE CONDITION 


25” POWER 
AND PRICE 
Address D-19 
c/o Leather and Shoes 
300 W. Adams St 
Chicago 6, Ill 


Wanted to Buy 
Surplus Dyestuffs and Chemicals 


Milroy Color & Chemical Co 
101 Maiden Lane, New York 38, N. Y 
Whitehall 4-2280 


For Sale 


Children's and men’s Stitchdown Shoe & Slip 
per Factory, 50 cases per day capacity Low 
labor costs, rent, and overhead Plenty of 
help available Priced low for quick sale 
VAGABOND SHOE CORP 
15 Union S8t., 
Lawrence, Mass 


Pickled Splits Wanted 


sides and shoulders, stea 
400 pounds sample 


Trimmed, in full 

user Submit app 
c/o Lucien Durand 

NAZAIRE FORTIER INC 
517 St. Vallier E 
Quebec Canada 


Blue and Pickled 
Splits For Sale 


TRIMMED AND SORTED for 
grade Large quantities Steady 
us what you are making and we will furnish 
a suitable selection Address E-1, c/o Leather 
and Shoes, 300 W. Adams 8t., Chicago 6, Ill 


weight and 
supply. Tell 


Barretts Calf For Sale 


BROWN CALF, 4 oz. wt., aniline finish. About 
30,000 ft. Close-out for 50c per ft. For informa 
tion, contact 
FREEDMAN BROS 
lla Kast 30th St 
New York 16, N. Y 
Tel. MUrray Hill 4-3225 





Help Wanted 





Leather Sales Technician 


POSITION OPEN Leather sales technician 
to locate and travel South America—-spend one 
8S. Tannery experience essential 

manufacturer's 
C-12, ¢/o 
Chi- 


month U 
Spanish helpful. To represent 
line tanning chemicals Address 
Leather and Shoes, 300 W. Adams S8t., 
cago 6, Il. 


Splitting Mch. Operator 
SPLITTING MACHINE OPERATOR WANTED 
to work on dry oak curried shoulders Estab 
lished New England firm 

Address B-18 
c/o Leather and Shoes, 
300 W. Adams 8t., 
Chicago 6, Il 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted"’ 
column, where space costs $2.00 per inch 
for each insertion. 
Undisplayed adverti ts cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted” and ‘Special Notices’’ and $1.00 
r inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 
Minimum space accepted: 
must be in our hands not 
Monday morning for biication 
issue of the following turday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF 
300 W. Adams St. 





1 tnch. Copy 
later than 
in the 


PUBLISHING CO. 
Chicago 6 














Experienced Finisher Wanted 


Able to match colors and formulate finishes 
Permanent position with large eastern calf 
leather tannery. Good salary teply informa 
tion will be held confidential. Send all quali 
Address D-14, c/o Leather 


fications and history 
Adams St Chicago 6, Il 


and Shoes, 300 W 


Two Experienced 
Calf Leather Sorters 


tannery Stead 
benefits Rep 


Wanted by a irge Eastern 
work All isual employment 
giving complete information to 


ess D-15 
c/o Leather and Shoes 
100 W Adams St 
Chicago 6 Til 


Chemist 


CHEMIST WANTED formulator all type 
finishes for leather Good 


plasti ind resir 
Apply giving 


pay excellent ypportunity 
idress D-16 
c/o Leather and Shoes 
20 Vesey St 
New York 7, N. ¥ 


Tanner 


wanted—Knowledge of 
Complete charge of labor and 
sized tannery 


Superintendent vege 
table tanning 
production in medium 


Address D-17 
c/o Leather and Shoes 
300 W. Adams 8t 
Chicago 6, Il 


Splitter Wanted 


has opening for spli 
vegetable tanned 


Well established tannery 
ter experienced n plitting 
leather Give full details regarding past experi 
ence in writing to \ddress D-18, c/o Leather 
and Shoes, 300 W dams B8t., Chicago 6, Ill 


Reliable Leather Agent 


To represent manufacturer of quality Split 


Leathers in Pennsylvania State reference 


etc Address Box 8-3 Leather and Shoe 


10 High St Bostor Mass 


Reliable Leather Agent 


irer of qualit 


To represent mar 
Leathers in . ngland = territory 
references, ete Box 8-4, Leather 


shoes, 10 High § Boston, Mass 
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POSITION 


Sales Agent 


Leather Finisher 


POSITION 


XCELLENT 


sher bot! 


Leather Sorter 


rAKE CHARGE 


Address 
Leather and 
100 W Adam 


Chicago 6, Ii 


General Manager 


OPEN For 
ure ot Tinh Rinne 
ioveltie App 
\ detail and 
are ) c/o Leather 


oo W \darn 


experience gene 


inager 


izo 6, I 


Salesman 





Situations Wanted 





Superintendent 


NNERS, both qualified « 


egetable lea 


rwo 7 


experience 


wide tl 
rh together 0 iperinter 
New 
required 


oo W 


Situat 





Young Production Man 


EXPERIENCED all phases of shoe 
manufacturing at executive level, Excel 
lent technical education, Presently em 
ployed desires opportunity and 
responsibility wil relocate 1 nited 
(anada Address -12 


States or 
Shoes, 16 High MSt., 


c/o leather and 
Boston 10, Mass 














Coming Events 


Deaths 


Index to Ads 





May 2-6, 1954—-Popular Price Shoe Show 
of America, Sponsored by National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Association. 
Hotels New Yorker and McAlpin, New 
York City. 


May 9-12, 1954—-Fall Shoe Show spon- 
sored by Southwestern Shoe Travelers As 
sociation. Adolphus, Baker and Southland 
Hotels, Dallas, Texas. 


May 10-11, 1954—-Annual Spring Meet 
ing of National Hide Association. Sheraton- 
Cadillac Hotel, Detroit, Mich. 


May 13-14, 1954—-Annual Spring Meet 
ing of Tanners’ Council of America. Bed 
ford Springs Hotel, Bedford, Pa. 


May 15-22, 1954——-National Luggage & 
Leather Goods Week. Sponsored by Lug 
gage and Leather Goods Mirs. of Am., Inc. 


May 22-25, 1954—-Annual Convention, 
Luggage & Leather Goods Mirs. of Amer 
ica, Inc, Ritz-Carlton, Atlantic City, N. J 


June 69, 1954—-Annual Convention. 
American Leather Chemists Association. 
Bedford Springs Hotel, Bedford, Pa. 


July 5-8, 1954—Golden Anniversary 
Convention of Shoe Service Institute of 
America. New Yorker Hotel, New York 
City. 


July 11-14, 1954—-Baltimore Shoe Show, 
sponsored by Baltimore Shoe Club, Inc. 
Lord Baltimore Hotel, Baltimore, Md. 


Aug. 29-Sept. 1, 1954—Allied Shoe 
Products and Style Exhibit for Spring and 
Summer 1955, Hotel Belmont Plaza, New 
York City. 


Aug. 31-Sept. 1, 1954-—-Showing of Amer 
ican Leathers for Spring and Summer 1955 
Sponsored by Tanners’ Council of America 
Waldort-Asioria, New York City. 


Oct. 24-27, 1954-—~ National Shoe Fair. 
Sponsored by National Shoe Manufactur- 
ers and National Shoe Retailers Associa. 
tions, Palmer House and other Chicago 
hotels. 


Oct. 28-30, 1954—-Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 


Feb. 19-22, 1955—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherland 
Plaza Hotel, Cincinnati, O. 


Howard H. Dietrich .. . 78, well- 
known hide merchant, died April 23 
in Norwalk (Conn.) Hospital after 
a short illness. One of the nation’s 
leading hide dealers for many years, 
Dietrich was president of Howard 
Dietrich & Sons, Inc., of New York 
City and vice president of Dietrich 
Hide Corp. in Chicago. A native of 
Hamburg, N. Y., he began his career 
with C. Moench Sons Co. of Gowanda, 
N. Y., and soon became manager of 
its Chicago offices. He was a member 
of the War Trade Board during World 
War I, served with Armand Schmoll, 
Inc., hide and skin importer-exporter 
from 1918-1950 and was president 
and chairman when he resigned to 
open his own firm. He was a vice 
president of the Commodity Exchange 
Hide Clearing Association and former 
officer of the National Association of 
Tanners, precedent of the Tanners’ 
Surviving are his wife, 
Porter and 
and a 


Council. 
Harriet P.; two sons, 
Henry; six grandchildren 
brother, George. 


James E. Clooney . 82, retired 
shoe manufacturer, died April 22 at 
Lynn (Mass.) (Hospital after a short 
illness. A resident of Lynn for 62 
years, he operated two shoe factories 
—the William Clooney and Rand Shoe 
Co.—there until 20 years ago when he 
retired and moved to West Peabody. 
He leaves five sons, two daughters, 
10 grandchildren and three great- 
grandchildren. 


Benjamin Biron 61, hide and 
shin dealer, died April 17 in Phila- 
delphia, Pa. Well-known in the hide 
industry, Biron was founder and a 
partner in the firm of Biron & Cahn, 
New York hide wholesaler. ‘Surviving 
are his wife, Henrietta; a son, a 
daughter, his father, two brothers and 
two sisters. 


Abraham Sydeman .. . 96, pioncer 
rubber products manufacturer, died 
April 21 at his home in Jamaica Plain, 
Mass. One of the first to manufac- 
ture rubber products for the shoe in- 
dustry, Sydeman was a top official 


Amalgamated Leather Co.'s, Inc. 
American Cyanamid Co., 
Ind. Chems. Div. 
American Extract Co. 
American Thread Co., The 
Armour Leather Co. 
Armstrong Machine Works 
Atlas Tack Corp. 
Avon Sole Co. 


Barbour Welting Co. 
Blackhawk Tanners 
Boston Machine Works Co. 


Campello Shank Co. 
Carr Leather Co. 


Eagle-Ottawa Leather Co. 
Gaywood Mfg. Co. 


Hadley Bros.-Uh!i Co. 
Huch Leather Co., The 
Huyck, F. C., & Sons 


Independent Die & Supply Co. 
Korn Leather Co. 


Legallet Tanning Co. 
Los Angeles Tanning Co. 
Lynn Innersole Co. 


North & Judd Mfg. Co. 
Ormond Mfg. Co. 
Pepperell Mfg. Co. 
Quirin Leather Press Co. 


Robeson Process Co. 
Ross, A. H., & Sons Co. 


Schaefer Mach. Co., Inc. 
Schlossinger & Cia., Ltda. 


Tanexco, Inc. 


United Shoe Machinery Corp. . 8, 10 & II 





of Stedfast Rubber Co., which he 
founded in 1924, until his retirement 
six years ago. A native of Poland, he 
came to the U. S. at an early age and 
established the Plymouth Rubber Co. 
at Canton, Mass., shortly after the 
turn of the century. He was one of 
the earliest to promote the use of rub- 
ber heels for men’s shoes. He retired 
from Plymouth Rubber in 1919 but, 
unable to remain inactive, organized 
Stedfast Rubber five years later at the 
age of 67. He was noted for his 
philanthropies and fraternal activities. 
Surviving are two daughters, Mrs. 
Rose Harris and Mrs. Stella Grossman, 
nine grandchildren and 14 
grandchildren. 


great- 
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If You’re Using.... 
If You’re About To Use. . 


NYLON 
THREAD 


IN SHOES 


You Should Know 


The Answers To These Questions 


What nylon thread sizes should you use to get the same (or greater) seam strengths you 
obtain with cotton thread? 


Is it necessary always to use the same size nylon needle and bobbin thread to get the required 


seam strength? 


What are the operations in which nylon thread is especially desirable? In quarter closing? In 
top stitching? In vamping ? 


How does the number of stitches affect seam strength? What cautions should you observe in 
determining number of stitches per inch? 


Based on research done by the laboratories of The American Thread Company, your 
American Thread representative is prepared to answer these and other questions on the 
most advantageous use of nylon thread. Why not ask him about it — today! 


SYNTHETIC THREAD DIVISION CEAM ENGINEERING. 


Seam Engineering is an individualized service performed 
in the laboratories of The American Thread Company. It 
TE provides manufacturers with recommended thread size 


recommended thread quality, recommended thread com 
COMPANY binations, recommended stitches per inch 


260 West Broadway + New York 13, N.Y. 


Branch Offices: Chicago * Dallas «+ Los Angeles + Philadelphia * Newton Upper Falls, Mass. * St. Louis + San Francisco 








rood the imnornoles 
make 


WE 


because we make 
Take our V/WAFOAM for instance 


This amazingly soft chlorophyll treated foam rubber 
combines with sturdy, flexible LYNFLEX to produce 
an innersole that means extra sales at the fitting- 
stool. Yes, extra sales and more profit to you. 


A boon to the production man, it handles with in- 
finite ease as a regular operation in the making of 
the shoe. 


REMEMBER LYNN—THE RECOGNIZED LEADER 
IN MODERN SHOE MATERIALS. 


LYNN INNERSOLE CO. 


119 BRAINTREE ST. ALLSTON, MASS. 


po PRESENTATIVES: CINN., Ohio — Ernie Furstenau; LOS AN- 
GELES — Leo Laskey; ST. LOUIS — Ell ‘Pete’? Schwartz; NEW 
YORK — Arthur V. Epstein, Sidney Cohen; PENNSYLVANIA — 
ag Keith and Chas. Keith; NEW ENGLAND — Frank Deastlov, 
Feldman, Phil Snelder, Dave Harrison; MILWAUKEE and 
CHIC AGO: Phil J. Ott, Jim Ott; NASHVILLE—Ben W. Thompson. 





